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All Dexter Regal Tie Bolt 
Key-in-Knob Locks are Lifetime 
Guaranteed, available with 

pin or disc tumbler cylinders, 
deadlocking or spring latch. Solid 
brass exterior, cold-rolled steel 
interior parts. Kndbs armored brass, 
steel reinforced, Locks reversible for any 
hand of door without disassembly. 
Requires only 1%" hole through door. 
Standard or two tone finishes. 


Attractive mounted displays available 
in Decorator colors: red, blue, 
green or ivory. 


NO LOCK INSTALLS FASTER THAN A DEXTER 


DEXTER LOCK DIVISION 


a a ae Grand Rapids, Mich. 


In Canada; Dexter Lock Canada Lid., Guelph, Ontario 
In Mexico: Dexter Locks, Plata Elegante, S.A. de C.V., Mexico City. 





FOR A GRAND ENTRANCE 


PORTRAIT design — square 


COLONIAL design —_ . dj 
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Buy Better 
to Serve Your 
Customers Better 


Removable R-O-W windows cost no more (usually much 
less) than other good-quality wood windows. Because 
we manufacture far more double-hung windows than 
any competitor, you can buy the highest quality plus 
the removable feature—plus the exclusive LIF-T-LOX 
balance at no extra cost. If you pay more than the price 
of an R:O-W window, you’re bound to get less. 





R.O.W. SALES COMPANY, 1389 ACADEMY AVE. «+ FERNDALE 20, MICHIGAN 
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f Gate City f eo / 


TE CITY’S NEW “TYPE H” WOOD AWNING WINDOW 


features enclosed hardware, wood stop glazing 


and carton delivery! 


FIXED-HINGE OPERATION prevents back-splash over 


the top vent while slanted sash deflects rain. 


COMPLETELY WEATHERSTRIPPED with plowed-in 


Spring Bronze at head and side jambs, sill and meeting rails 


WOOD STOP GLAZING eliminates putty problems 


Glass is back bedded in putty with wood stop exterior glazing 


ENCLOSED dual-action HARDWARE pulls sosh 
in evenly at all sides. Neat and trim in appearance with Red- 
wood hardware covers 


ote 
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Removable Double Glazing available for all sizes; all sash rabbeted to take Thermopane glass 


EE 








13 STOCK SIZES available in standard packaging. Carton contains 2 window units with screens, 
extension jambs, cranks and escutcheons. 


NO. VENTS eucK NO. VENTS sucK NO. VENTS guUCcK NO. VENTS gucK 
& GLASS SIZE OPENING & GLASS SIZE OPENING & GLASS SIZE OPENING & GLASS SIZE OPENING 


1-18-16 22%" x 20%" 1-30-16 34%" x 20%” 1-40-16 44%" x 20%" 1-40-24 44%" x 28%" 
2-18-16 922%" x 39%” 2-30-16 34%" x 39%" 2-40-16 444” x 39%" l-vent only, especially 
3-18-16 22%" x 5755” 3-30-16 344" x 5735" 3-40-16 444” x 5735" adaptable to ribbon 
4-18-16 92245" x 75%" 4-30-16 34%" x 75%" 4-40-16 44)" x 75%" installation. 


In addition to the 13 stock sizes shown here, 48 other contacted for price quotation on these other sizes 
sizes are available on order (the factory should be when quantity jobs are involved). 





























Gate City Wood Awning Windows ee », J 

have been performance-proven through more Kah Cit Coote i Vine , 

than a decade of satisfactory service. W/ 

The new “Type H” unit AN Me tag : : 

is a further improvement on the best. ~ Gate City's new Aluminum Awning Window, Xt 
with motorized operation, opens and closes with 

Write today for complete information the flick of a switch. 

on either Gate City’s Wood P ; ‘ 

or Aluminum Awning Windows. There's nothing like it for clerestory or otherwise f " 
inaccessible installations in any structure and 





for all openings in finer homes, institutional 
AWNING WINDOWS / buildings and rental properties. This superior new 

Aluminum Awning Window is available in both 
GATE CITY SASH & DOOR COMPANY motor-operated and crank-operated models. 
BOX 901, AL 12—FORT LAUDERDALE, FLORIDA 
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and BUILDING PRODUCTS merchandiser 


Since 1873 a Pioneer in Practical 
Merchandising for Building Material Dealers 


FEATURES 
Editorial 


A creative inventory will list everything you have to 
ell in addition to materials. 

Home Parts Shop 
Six Wisconsin retailers have their own package-deal 
plan to beat prefab competition. 

Bookkeeping is Easy This Way 
Seattle dealer's cash register departmentalizes sales, 
keeps customers’ accounts up-to-date. 

Roll-Off Device Cuts Handling Time in Half 
Ohio retailer says attachment for fork left truck has 
cut materials handling time about 50°. 

Homeowners Flood Super Mart 
New Jersey firm lures customers with self-service, easy 
parking, diversified stocks and night hours. 

Dealer Pointer Roundup 
Countrywide roundup of proven dealer tips to increase 
sales, efficiency of operation, build goodwill. 

Sells 50°/, of Kitchen Prospects 
Thorough selling approach helped Albany, N. Y. dealer 
double kitchen sales volume in two years. 

Are You Spending Your Advertising Dollars Wisely? 
Michigan retailer saved $4,500 and increased sale: 
having professional ad agency take over. 

Fixture Arrangement Idea 
Washington state dealer improves store traffic with 
fixtures on the diagonal. 

Editorial Index for 1955 
Alphabetical |i sting for easy reference of AL's editorial 
content for the entire year 


DEPARTMENTS 


Newscast Lumber Market 
News New Products 
Washington Report What's Your Answer? 
Letters Sales Aids 

Editorial Page Lumber Prices 
ADservice Classified Ads 
Manufacturer News What's New Coupon 
Dealer News New Literature 
Wholesaler News Advertisers’ Index 
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AMERICAN LUMBERMAN and Building Products Merchandiser is 
published every other Monday at 139 N. Clark St., Chicago 2, Ill, Other 
Vance Publications are HOME Maintenance & Improvement, FOOD 
PACKER and WOOD & WOOD PRODUCTS. 








“This isn’t 
a brittle cut,” 


says RAYMOND J. McGRATH, 
owner South Ook Park Hardware, 
South Oak Park, Ill. 


Mr. McGrath had just finished test-cutting four well-known 

brands of single-strength window glass. These brands were identified 

only by letters--A, B, C and D. He didn’t know which was which 

until after he’d picked the one that was easiest to cut 

and “C” was L‘O’F. 

I'wenty-eight out of thirty dealers who took this test picked L-O-F. 
*“L-Ovk glass feels softer to the cutter,”’ said Mr. McGrath. 


‘The cutter runs free and easy 


He picked brand “CC” every time 


and the glass breaks quicker and 
easier, without any chips.” 

L,O-F Window Glass is easiest to cut into big pieces or little 
pieces. It’s easiest to cut into angled or curved pieces. You can 
even cut off narrow strips with a light, easy stroke 

LO-F cuts easiest because it is annealed more slowly, more 
patiently. That makes it less brittle and more ‘‘even”’ in structure 


so it’s a safer buy for your customers, too. 


TRY THE 
‘“‘BLINDFOLD TEST’’ 
YOURSELF! 


Cut L-O-F first, last or in-between 
the other brands. Run any kind 
of cut you want. You'll see why 
you have fewer bad cuts, less 
waste and more profit with 
L-O-F. 

Call your nearest L-‘O-F Dis- 
tributor. These local businessmen 
are listed under “Glass” in the 
yellow pages of phone books in 
many principal cities. And send 
for your free booklet—'For 
Greater Profits in Window Glass”. 
Write Libbey-Owens-Ford 
Glass Co., 608 Madison Ave., 
Toledo 3, Ohio. 
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LIBBEY-OWENS-FORD the casy-to-cut WINDOW GLASS 


(For more data on advertised producis fill in coupon on page 56) 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


Credit tightening hasn't stopped home buyers. 

Mortgage money demand holds close to top level in spite of effort to slow 
credit expansion. Higher down payments and general credit tightening have cut 
FHA and VA home mortgage financing, but conventional home mortgage loans 
increased in the third quarter. Demand for homes is still so strong that 
conventional financing, even at higher rates, hasn't stopped buyers. October 
figures indicate the trend will hold through the fourth quarter. 








$13.6 billion worth of confidence in business boom. 


Spending plans filed with government agencies indicate outlays by business 
for plants and equipment in the first quarter of '56 will hit 12% above near- 
record 1955, says Commerce Secretary Weeks. This business spending, figured at 
the annual rate of $31.6 billion, would be a powerful factor in continuing the 
business boom; concrete evidence of business' confidence in the future. Weeks 
is "confident" and "optimistic" in outlook for business as a whole in 1956, 


but urges management to be careful in handling of consumer credit and inventory 
problems. 

















Aluminum giants to grow bigger. 


Kaiser Aluminum, third-largest producer of the metal, is planning to move 
up to second place. The firm is scheduling a $280 million expansion program to 
boost its aluminum making capacity more than 50% — to 654,000 tons annually. 
Aluminum Co. of America, largest producer, plans increasing capacity to 735,000 
tons by next summer. Reynolds Metals, now second largest, expects to up 
production from 415,000 to 550,000 tons, but would drop to third place. 





Woodworkers get hourly wage increase. 

Weyerhaeuser Timber Co. reached an agreement with its 7,000 CIO woodworkers 
early this month on a tentative 4%c hourly wage increase. This raise is 
expected to set a general industrywide pattern of wage increases. 








Supplies of plywood may be easing. 


Fir plywood production nudged up nearly 6% higher than incoming orders at 
Pacific northwest mills for the week ending November 26, while the unfilled 
order files declined for the eighth successive week. 








Dissenting voice heard in midst of boom-forecasts. 


Prosperous business, at least through first half of '56, is forecast by 
most businessmen and economists. But a different opinion has been expressed in 
one impressive quarter. Babson's Reports, old-established business forecasting 
firm, is anticipating: a downturn in 1955; biggest slack in the first half of 
the year followed by an upturn; drop in residential building of 10-15%. But if 


business is off 5% in 1956, the year will still be the second best in history - 
second only to 1955. 











Teamsters-Cement strike in third month; hurting more daily. 

The teamsters strike against the sand, gravel and cement companies in 
Los Angeles pushed into its third month in December. It's blocked the building 
boom in the entire area; halted $500 million worth of construction; put 100,000 
out of work in the construction industry. Effects of the strike are hurting 
lumber companies, building materials suppliers, plumbing firms and its 
srippling affect continues to spread eaca day it goes on. (Story on page 8). 





Model building materials store goes dn tour. 


American Lumberman’s Showroom Idea Center takes to the road next month; 
first stop, Northeastern dealer meeting. At tour's end, Des Moines, March 6-8, 
nearly 15,000 lumber dealers will have had opportunity to see proper layout 


of a store; how products ought to be displayed; fixtures they can build 
from AL patterns. 








(News continued on next page) 
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Teamster Strike Idles 100,000; 
Halts $500 Million Construction 





TWIN-TILT TRUCKS 
CUT LABOR . 
COSTS 








TWIN-TILT TRUCKS with 

SWINGARD CONSERVE 

SPACE and CUT LABOR 
COSTS. 


Built to turn on a dime and to 
operate with finger tip control 
TWIN-TILT trucks allow one 
man to do the work of two. The 
SWINGARD safety feature of 
sturdy bar iron construction, pro- 
tect both man and load from in- 
jury or damage. The guard swings 
completely out of the way when 
truck is moving the load, to safe- 
ty position if truck is dropped, 
automatically catching and sup- 
porting the load 


UP TO 1200 LBS. WITH 
FINGER-TIP CONTROL. 


TWIN-TILT is the only hand op- 
erated truck with the patented 
labor saving auxiliary frame. It 
is of all metal construction with 
full welded frame, (no bolts or 
rivets to work loose). Engineered 
for maximum ease of operation 
Twin-Tilt trucks require a mini- 
mum of space in turning or mov- 
ing and lift up to 1200 lbs. palle- 
tized materials with finger tip 
control. The Swingard safety fea- 
ture can be attached to any heavy 
duty hand truck 


For completely 
descriptive 


literature write, 


TWIN-TILT TRUCK CO. 


innat 
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Direct negotiations have been in 
progress and efforts are being made 
to find some way to halt the Team- 
sters-Cement strike in Los Angeles, 
but as we go to press, there is no 
evidence of immediate settlement. 

Already in its 67th day the tie- 
up has had serious affect on the 
building industry in that area and 
continues to spread daily. Commer- 
cial and industrial construction, 
public works and home building 
have all been hit drastically. Lum- 
ber companies, roofing suppliers 
and plumbing firms have been hurt. 
Every day more types of business 
feel the pinch. 

A unique pension program spon- 
sored by the Teamsters Union is 
the major, and thorniest, part of 
the controversy that led to the truck 
drivers strike against 29 sand and 
gravel firms. The number of driv- 
ers on strike is comparatively 
small, about 1,600, but the struck 
companies supply more than 90% 
of the ready-mixed concrete for 
projects in the Los Angeles area. 

By December 1 it was estimated 
that 100,000 (two out of every 
three) building workers in the area 
had been laid off. Value of proj- 
ects held up for lack of materials is 
estimated at $500 million. Employ- 
ers have sued the union for $5 mil- 


lion damages and filed an unfair 
labor practice complaint. 

An area builder says he has 1,- 
000 new homes in two projects, 
$1314 million worth of construction, 
that are held up by the work stop- 
page. He adds that the strike has 
also hurt sales of completed homes 
with so many potential buyers out 
of work. 

A lumber dealer reported that 
mills in northern California, or- 
dinarily selling the bulk of their 
product to Los Angeles, are trying 
to dump the output. 

There are some wryly amusing 
aspects to the struggle union 
men complaining bitterly of a pen- 
sion plan being forced on them and 
employers battling militantly for a 
better pension plan for their men 

but the strike has gone on too 
long for it to be a laughing matter. 
Its effects are too far reaching. 

Even the Board of Education in 
Los Angeles is complaining about 
its $25 million worth of construc- 
tion shut down by the strike and 
its 40,000 pupils on half-day ses- 
sions because of classroom short- 
age. And the L. A. Flood Control 
District is worried about nine criti- 
cal projects affected seriously by 
the strike and the approaching 
rainy season. 











Lehigh Cement Boosts 
Prices for 1st Quarter 


Price increases in cement for the 
first quarter of 1956 have been an- 
nounced by Lehigh Portland Cement 
Co. An increase of 25¢ a barrel at 
Birmingham, Ala. and 15¢ at ten 
other mills was necessitated by 
rising costs of everything going in- 
to the production of cement, accord- 
ing to Joseph S. Young, president. 

Since Universal Atlas Cement an- 
nounced a 25¢ increase for all its 
locations (AL Nov. 28) 54 of ap- 
proximately 154 cement plants in 
the U.S. have also announced price 
rises that amount to 25¢ at more 
than two-thirds of the locations. 

Cement producers point out that 
the 15¢ boost in 10 locations set by 
Lehigh is smaller than Universal 
Atlas’ increase and that the com- 
plete pattern for the lst quarter 
will not be evident until quotations 
are announced by the balance of the 
industry. 

The demand for cement next year 
is expected to be larger than this 
year since dollar volume of con- 
struction is estimated to increase by 
5%. New mills are expected to 
be able to supply increased de 
mand. 


May Lift Anti-Dumping 
Duty From Swedish Board 


Efforts in Stockholm to solve the 
dumping controversy over Swedish 
hardboard exports to the U. S. may 
end in a reversal of the anti- 
dumping law application to the 
Swedish product. U. S. Treasury 
Dept. representatives have been 
studying prices and costs in a 
number of plants in Sweden re- 
cently. 

Prices for Swedish hardboard 
have risen, but they have gone up 
faster to U. S. buyers than for 
foreign buyers as a whole, and 
this year exports to the U.S. have 
been running 12% below last 
year. United States is getting 5% 
of the export volume. 

Swedish sales of hardboard in 
the U. S. have never amounted to 
more than 5% of American con- 
sumption. Sweden’s two largest 
foreign customers are Britain and 
the Netherlands. U.S. ranks third. 

One source in Stockholm bases 
expectation for repeal of the anti- 
dumping duty on the fact that it 
is “evident the gigantic American 
wallboard industry is prospering 
more than ever.” 
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ad 
SEVEN 10-TON MATERIAL CARRIERS & THREE 15,000-LB. FORK 
LIFT TRUCKS FOR ROSEBURG LUMBER CO., ROSEBURG, OREGON 
The largest single delivery of Gerlinger heavy-duty equipment 
to the largest single mill operator in the Pacific Northwest is 
not particularly surprising. Roseburg Lumber Company's 
choice of 7 Gerlinger SM-20 material carriers and 3 Gerlinger 
S-15 fork lift trucks follows the pattern of heavy industry which 
It PAYS to “STANDARDIZE” on Gerlinger realizes that modern production records go hand-in-hand 
Siener Waninten, Meashure Lawker's exeealll with modern job-proved machinery. Roseburg Lumber, owned 
superintendent, says: “We switched to Gerlinger by Kenneth W. Ford, produces 12,000,000 board feet of lumber 
because of greater maneuverabiliiy of equipment and 7,500,000 feet of plywood monthly. The Gerlingers are 
and availability of replacement parts The fact that used in every phase of mill operation 
95% of Gerlinger parts are interchangeable and Let your Gerlinger dealer prove how production can be put on the 


Gerlinger parts service is fast and dependable was profit side in YOUR plant, too. Call or write today. 
@ strong factor influencing our change.” 


GERLINGER CARRIER COMPANY Nome 
DEPT.R-5 » DALLAS, OREGON 


Please send FREE Gerlinger Fork Lif 
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Showroom Idea Center Goes on Tour 
Model Store to Visit Six Cities 


American Lumberman's Show- 
room Idea Center, incorporating 
refinements suggested by dealers 
who viewed it in Cleveland, is ready 
to take to the road on a tour of six 
regional retail conventions. First 
stop is the Northeastern Retail 
Lumbermen’s Association conven- 
tion in New York City, January 
23-25. 


Enthusiastically received at the 
NRLDA exposition, the model store 
will be viewed by at least 14,500 re- 
tailers at the Northeastern, Middle 
Atlantic, Illinois, Nebraska, Indi 
ana and lowa conventions. 


The tremendous number of deal- 
ers who plan to remodel or build 
new: showrooms this year (49%, 
see AL’s survey Dec, 12), as well 
as those interested in improving 
product displays, will receive valu- 
able help from the Showroom Idea 
Center and its model store dis- 
plays. 

Visiting the center, the dealer 
can see the proper layout of a store. 
He can see fixtures expressly de- 
signed to meet his needs, fixtures 
that he can build himself from 
American Lumberman plans. 


Most important of all, he will 
see how products should be dis- 
played. Fourteen manufacturers are 
cooperating with the Showroom 
Idea Center and demonstrating the 
proper way to display their prod- 
ucts: 


American Cabinet Hardware Corp. 
Black & Decker Mfg. Co. 
Philip Carey Mfg. Co. 
Carr, Adams, Collier Co. 
Celotex Corp. 
Congoleum-Nairn, Ine, 
The Formica Co. 
Inland Steel Products Co. 
Macklanburg-Duncan Co. 
Masonite Corp. 
Sherwin-Williams Co. 
United States Gypsum 
U. 8. Plywood Corp. 
Yale & Towne 


Research has shown that there 
are two major types of good dis- 
plays: one that permits the cus- 
tomer to see and select the actual 
merchandise he wishes to purchase, 
set up so he can take the products 
he wants right from the fixture, 
pay for them and leave the store 
with his purchases. The other type 
shows samples of products required 
for substantial repair jobs and new 
homes. The display by U. S. Gyp- 
sum in the model store personifies 
this type that gives customers 
an opportunity to familiarize them- 
selves with the actual materials 
that will be used in major remodel- 
ing jobs. 

American Lumberman is indebt- 
ed to the manufacturers who have 


10 


TYPICAL of displays dealers will see 
in model store is this one by Amer 
ican Cabinet Hardware Corp 


cooperated in setting up this model 
store for dealer guidance. We are 
equally indebted to the secretary- 
managers of the associations who 
are donating valuable space for the 
Showroom Center and who have 
been cooperating in all arrange- 
ments for the Showroom Center 
tour. 


More Intermediate Loans 
Can Boost Farm Building 


Wider use of intermediate term 
loans by banks to farmers would 
permit increased construction and 
improvement of farm buildings as 
well as the installation of other 
new facilities and the purchase of 
machinery and equipment. 

The agricultural commission of 
the American Bankers Association 
plans to encourage a greater use 
of these loans. A new program 
announced at ABA’s fourth Na- 
tional Agricultural Credit Con- 
ference early this month by Jesse 
W. Tapp, chairman. of the commis- 
sion and chairman of the board 
of the Bank of America, will stress 
advantages of this type of credit. 

An intermediate term loan is 
one which would be repaid in from 
two to seven years. It differs in 
this respect from short-term loans 
repayable at the end of one har- 
vest season and the long-term 
mortgage loan. 

According to ABA’s agricul- 
tural commission, the need for this 
type of credit has been greatly 
increased by the growing mech- 
anization of agriculture. 





Lumber Dealers Can Boost Sales 
With BH&G Home Improvement Contest 


Details of the Better Homes & 
Gardens 1956 Home Improvement 
Contest have been announced by 
Meredith Publishing Co., sponsor of 
the contest. 

Divided into four divisions, the 
contest covers: 

1. Exteriors any improvement 
from lot-line to lot-line that 
makes a more attractive outside 
picture, a more useful house and 
yard. 

Interiors all improvements 

within the confines of an exist- 

ing house except kitchen or 
utility area. 

Additions any new enclosed 

space attached to a house. 

Kitchen-utility area covering 

all kitchen and/or utility areas 

either remodeled from present 
space or added or both. 

Entry blanks for the $25,000 con- 
test will be carried in BH&G 
throughout the year and will also 
be obtainable from retail lumber 
dealers. 

Trade associations, manufactur- 
ers and local dealers can tie in with 
the contest and retailers can be- 
come “official” contest headquar- 
ters. Promotion kits of all materials 
needed to fully promote the contest 


on a local level are available. The 
magazine is sponsoring a $1,000 
“headquarters” contest with special 
cash prizes for top displays and ad- 
vertising tie-ins. 

The magazine will feature the 
contest in its editorial pages all year 
and display advertising in BH&G 
and in trade publications will spark 
the contest throughout 1956. 


New Los Angeles Yard 


The Hammond Lumber Co., Los 
Angeles div., has purchased a five- 
and-a-half acre tract of land in 
the Santa Ana-Garden Grove area 
of southern California for a lum 
ber yard. 

A local sand and gravel strike 
delayed beginning construction 
last month, but it is hoped the 
yard will be completed and in op- 
eration by March or April. 

A 40x50 foot office and store, a 
62x160 foot lumber and materials 
shed and a 475-foot spur track 
from the adjacent Pacific Electric 
Railway are planned. 

Embodying all ideas developed 
from other company operations, 
the new yard is expected to become 
one of the most successful points 
in the division, according to Ham- 
mond executives. 
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Easy as »y..selling 


dg MATICO 
; ux ARISTOFLEX 


in Confetti Patterns 


, 


Dealers are rolling up record sales with the tile that 
combines the beauty of Confetti — the magic of vinyl! 


There’s no trick to selling MATICO Aristoflex, in colorful 
Confetti patterns. It’s as easy as falling off a log. Here's 
why! Aristoflex-Confetti is vinyl-plastic throughout. It re- 
sists dirt, grease, acid and alkali... makes cleaning a 
cinch. And the striking dots-of-color styling of Confetti 
patterns are unmatched for style and beauty. A mighty 
importont advantage to Mrs. Homeowner. 


Moreover, Aristoflex-Confetti can be installed in any room 
—trom basement to attic... keeps its sparkling good looks 
for years . . . comes in low-cost standard gauge as well as 
Va" Sddewents. Aristoflex-Confetti is available in 13 smart 
colors... your customers are sure to find just the color 
combination they want. 


So don’t miss out on important Aristoflex-Confetti sales. 
Be sure to write for the new FREE merchandising kit that 
has everything you need to clinch more sales of this fast- 
selling item. Feature Aristoflex-Confetti on your counters 
and in your windows. Watch your customers go for it. 


MASTIC TILE CORPORATION OF AMERICA 


Houston, Texas * Joliet, Ill. ° Long Beach, Calif. - Newburgh, New York 


Confetti + Aristoflex » Parquetry * Maticork * Asphalt Tile 
Rubber Tile « Vinyl Tile « Cork Tile « Plastic Wall Tile 





“Faster Deliveries at Less Cost” 


—R. ©. Pettapiece Cartage Co., Leamington, Ontario 


Speed in delivering building supply orders and placing them exactly where 
the customer wants them without excessive handling costs! That’s what 
the R. C. Pettapiece Cartage Company of Leamington, Ontario, does every 
day under all weather conditions . . . despite an unpaved yard . . . and 
in the face of all sorts of terrain at the delivery point. 

A Sherman Fork Lift makes this possible. The Sherman quickly loads 
a Pettapiece truck at the yard, is then towed to the building site, unloads 
and delivers under all ground conditions. Result: lower material handling 
cost, quicker deliveries, more satisfied customers and repeat business. 

The Sherman Fork Lift will hoist 4,000 pounds 10 feet high and has 
traction on any ground in any weather. It’s safe, rugged, economical, easy 
to operate and is sold and serviced locally by your Ford Tractor Dealer. 
See him for a demonstration or write for free Bulletin No. 1130. 


*Manufactured Exclusively for 
Shermon Products, Inc., 


- fg. Co. 
PRODUCTS, INC. Steuben 
ROYAL OAK, MICHIGAN 7 


POWER DIGGERS + FRONT END LOADERS + FORK LIFTS* 
a 


“a 


©) 1955, Sherman Products, inc. 





News 





Report Predicts South To 
Grow Bulk of U.S. Lumber 


Already a $2 billion-a-year busi- 
ness in the south, the lumber indus- 
try is expected to grow even larger 
in that area; eventually the bulk of 
the nation’s wood production will 
be centered there. 

This is foreseen in the Timber 
Research Review based on several 
years of painstaking research by the 
Forest Service of the U.S. Depart- 
ment of Agriculture. The lumber 
industry is expected to expand be- 
cause the south has a_ greater 
growth potential than other areas 
for timber growth and manufac- 
ture. Already the south leads the 
nation in growth of both saw tim- 
ber and growing stock. 

Not only does the Review forecast 
a rebirth of the golden age of south- 
ern lumber, but it also contains re- 
vealing passages on the rising im- 
portance of southern pine in the 
nation’s timber economy. The report 
reveals: 

“Of the nation’s total of 47.4 bil- 
lion board feet of saw timber 
growth in 1952, 51% occurred in 
the south. More than 20% occurred 
in the southeast region alone—al- 
most equal to the saw timber growth 
in the entire west. 

“A comparison of realizabl: 
growth and 1952 timber cut by sec- 
tions shows that the current distri- 
bution of timber industries is not 
related to growing capacity. The 
west, which supplies 46% of the 
timber cut, has only 29% of the 
realizable growth. On the other 
hand, the south, which is producing 
40% of the timber cut, has 45% of 
the nation’s realizable growth.” 

The Review focused attention on 
the aggressive leadership of the 
southern lumber industry and other 
timber manufacturers in bringing 
about this favorable balance. 





$12 Billion Market 


The do-it-yourself market is ex 
pected to near the $12 billion 
mark this year and many predict 
it will reach $19 billion within a 
few short years. 

Homeowners spent more for do 
it-yourself materials last year 
than for home maintenance and 
improvements. 

The middle-income group is per- 
haps most active in the handyman 
field. Sixty-three per cent of home- 
owners in the $10,000-$15,000 
home-value group do spare-time 
home improvement jobs. 

A survey at one of the largest 
do-it-yourself shows revealed that 
70% of the women begin most of 
the projects in their homes. 
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It's new—it’s horizontal —the window with the WIDE look 








.. » the CECO-Sterling aluminum 


Flowing Sweep—the Wide Look ... those 
words describe the beauty and grace of 
Ceco’s newest window product, the 
Ceco-Sterling Aluminum Horizontal 
Sliding Window. Designed for long, low, 


sprawling homes, this new window give 


an architectural accent to horizontal 
lines. Building material dealers every- 
where know builders want features to 
make their homes more salable, so con- 
sider these customer benefits: Sash slide 
in special anti-friction sill track made of 
zinc-alloy, assuring continued easy oper 
ation; Sill track is easily removable for 
cleaning—an exclusive feature; Screens 


can be securely attached from inside 











without clips; High window placement 


affords privacy, gives more usable wall 
space for furniture; Sash easily removed 
for 100% ventilation or cleaning. You 
have your choice of two purchase plans 


Plan No. 1 


shipped knocked down, six windows of 


Frames and sash members 


similar size to the carton; Plan No, 2 

Frames assembled at the factory, sash 
members knocked down, shipped four 
windows of similar size to the carton. In 
both plans, picture windows will be 
shipped knocked down (two toa carton) 
Sell the Ceco-Sterling Aluminum Sliding 
Window 


wanted by builders, too 


wanted by home owners 


CECO STEEL PRODUCTS CORPORATION 


IN CONSTRUCTION 


PRODUCTS 


nd fabricating plants principal cite 


CECO ENGINEERING 


The new Ceco- 
Sterling Aluminum 
Horizontal Sliding 
Window 





sliding window 


MAKES THE BIG DIFFERENCE 








THE ~~ 
Bessemer Mass Big Bay 
Ironwood Connorville Sault Ste. Marie 
Marenisco Marquette Newberry 
Phelps 
Park Falls 
Iron Mountain Wells 
{ 
Laona Good 
oodman 
White Lake Menominee 
OF Wausau Oconto 
Marshfield 
FINE Neenah 
NORTHERN Milwaukee 


HARDWOODS 


Grand Rapids 
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FLOGAING 
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Northern Woods have been recognized for high quality and dependable performance ior 
over half a century. Today the mills of the Northern region are better prepared than ever 
to serve you with well-manufactured, accurately graded lumber and lumber products of 


these quality hardwoods 
Woods 


*Copeland LumberCo, . . . « « « + + Chicago, IM. 


Mills — Marquette and Cusino, Michigan 
Sales Office — CHICAGO — 135 S. La Salle St. 
Hardwoods, White Pine and Hemlock. 


*tHoll Hardwood Co, . . « ww ee he 6(OCOnto, Wis, 


Maple. Birch. Beech, Oak Flooring. Strip, Assembled Block, Herring- 
bone. Parquetry types: all types Heavy Duty Flooring. 


“tJ, W. Wells Lumber Co. . . . « « Menominee, Mich, 


Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. 


Custom kiln drying. Upper grades Hard Maple and Birch lumber. 
rough. 


“Edward Hines Lumber Go. . «ww es 


Chicago, Ill, 
Mil' at Bergland, Michigan 
Sales Otfice-—-77 W. Washington St.—Chicago 2 
Hardwoods, Hemlock and White Pine. Planing Mill and Dry filns. 


Gadillac-Soo Lumber Co, . . . « Sault Ste, Marie, Mich. 


Northern Hardwoods. wees apte s s Ls Hemlock, White Pine. 
Modern Dry Kilns. g. Resawing. etc. 





tMember Maple Flooring Mfrs. Asan. 


14 





(For more data on advertised products fill in coupon on page 56) 


Consult the firms on this page for your requirements in Northern 


*Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 


Roddis Lumber & Veneer Co. of Mich. Ironwood. Mich. 
Roddis Lbr. 6 Veneer Co., Ltd. Sault Ste. Marie, Ontario. og 
Complete stock N. Hdwds., Hemlock. W. Pine, Cedar Prod., M 
Birch, Fig. Hdwd. Ven'r'd Doors. Plywd. Modern Dry Kila facili 


*tAhonen Lumber Co, . . « « + + + =(bromwood, Mich, 
Northern Hardwoods, Hemlock, White Pine. . Planieg Mill 


brand 
Hardwood and Softwood Pallets. 


“Kimberly-Clark of Michigan, Inc. . . 


Since Neenah, Wis. 
Mills at Marenisco, Mich. 


Northern Hardwoods, White Pine. 
Modern Dry Kilns. Expert Millwork. 


“Goodman Lumber Company . . . . . Goodman, Wis. 


Northern Hardwoods, Hemlock, White Pine, Basswood, Hardwood 
Dimension. Planing Mill. Dry Kilns. Rotary Cut Veneers. 


“eaten Pie & The Oe. » + ee « Newberry, Mich. 


Northern Hardw Lumber, yA Faithtul Hemlock. NORTHERN 
WHITE PINE, NORWAY PINE ond Piling. Excellent Transit Mill- 


*Wember Northern Hemlock & Hardwoud Mira. 


daan. 


December 


26, 1955, 


AMERICAN LUMBERMAN AND 








Mind if we throw 
you a curve ? 


(sales curve that is) 


eatin GE 
— 
— 


— 
—_—<— 


—_—_— —_ 
Tus sales curve concerns aluminum insect wire screen- 
ing—and the curve is UP! In fact, aluminum screening 
is growing in sales at a faster rate than any other as a 
home replacement material! 

And it’s no wonder when you consider all these talk- 
it-up selling points! 
1. Aluminum screening is rust-proof ... can’t stain sid- 
ing or window sills. 
2. It’s fire-proof ...never marred by accidental burning 
by matches, cigarettes, or flying sparks. 
3. It’s maintenance-free . . . 
other protective coatings. Keeps its handsome appear- 
ance indefinitely. 


never needs painting or 


If you want to score with your customers—and share 
in this profitable business—get your order in now to 
your supplier! 

While we do not make insect wire cloth, we do supply 
the leading weavers listed below with Kaiser Aluminum 


Made of strong, durable, cladded aluminum, Kaiser 
Aluminum Wire meets or exceeds commercial stand- 
ards and federal specifications. 

Kaiser Aluminum & Chemical Sales, Inc., General 
Sales Office, Palmolive Bldg., Chicago 11, Illinois; Ex- 


Wire —nationally recognized for outstanding quality. ecutive Office, Kaiser Bldg., Oakland 12, California. 


Kaiser Aluminum 


setting the pace—in growth, quality and service 





Promote the aluminum wire screening of these leading weavers— 
for big markup, big profits and for greater customer satisfaction! 


Gulf Screen & Wire 

Hanover Wire Cloth Division 
(Continental Copper & Stee! 
Industries, Inc.) 


Alabama Wire Co., Inc. 
American Wire Fabrics Corp. 
Clark Wire & Supply Corp. 
Donald Ropes & Wire Cloth, Ltd. 


Keystone Wire Cloth Co. 
New York Wire Cloth Co, 
Pennwoven, Inc 

Phifer Aluminum Screen Co. 


Seneca Wire & Mfg. Co 

Spargo Wire Co 

Standard Wire Cloth & Screen Co. 
Wire Products, Inc 
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Much Ado About Credit . . .Builders Fret . . . Federal Reserve 
Applies Brakes . . . Some Public Housing Issues Withdrawn 


The Public 
announces the indefinite postpone- 
ment of the sale of the larger part 
of its $89,997,000 worth of short- 


Housing Authority 


term notes. Because of the high 
interest rates now prevailing, bids 
might be few and low. These notes, 
issued by local housing authorities 
to cover initial expense of public 
housing developments, are short- 
term paper, to be replaced later by 
long-term bonds. Fifty-four of 73 
issues have been withdrawn from 
sale; but the remaining 19 issues 
will be up for bids. Delivery will 
be next month. 
” ” * 


Builders failed to set a new 
homebuilding record in October; 
but they came close. The Bureau 
of Labor Statistics says that for 
eight straight months, including 
October, the number of non-farm 
houses passed the 100,000 mark. 
The October report was a little 
below the September figure; a drop 
attributed to seasonal decline and 
to bad weather. 

7 i 7 


Government and many industry 
officials agreed that the tightened 
credit policy announced last July 
didn’t have much effect on the Octo- 
ber output of houses. The produc- 
tion figure was within 4% of the 
October record, set in '64; and the 
total for the first 10 months of ’55 
is more than 1,161,000 units, second 
only to the 10-month record of 
1,215,000 set in 1950. 

* * + 


Seasonally adjusted figures for 
October indicate 1,242,000 starts 
for the year—-12,000 higher than 
the adjusted rate for September. 
Incidentally, October weighed in 
with the biggest month's record of 
Veterans Administration guaran- 
teed GI home loans in the 11-year 
history of the program. The Octo- 
ber figure was 64,497; bringing the 
total for the first 10 months of this 
year to 527,918. This figure was 
larger, with one exception, than 
any earlier figure for an entire 
year. The exception was 1947, 
which in 12 months laid 541,922 
guaranteed GI mortgages on the 
line. 

* 7 - 

Meanwhile, builders worry about 
credit curbs as they plan their '56 
operations. General forecasts, by 
the government and by the indus- 
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try, have danced around 1.2 million 
starts for next year. The U. S. 
Chamber of Commerce has guessed 
that '56 “will not miss this year’s 
estimated 1.3 million houses by as 
much as 100,000 units.” But build- 
ers wonder if there'll be mortgage 
money to finance them. The Cham- 
ber admitted that financing difficul- 
ties are appearing in many areas 
but added cryptically that “it 
doesn’t follow that the present sit- 
uation will be indefinitely pro- 
tracted.” Meaning the brakes may 
be loosened. 


* . . 


It seems to be generally expected 
that fewer homes will be built next 
year; but the Commerce Dept. 
thinks the total sum of money spent 
for them will be about the same as 
this year’s investments. Two rea- 
sons; first, somewhat higher build- 
ing costs. A scarcity of skilled 
workers, and also a shortage of raw 
materials. 

* * * 


For example, Devoe & Raynolds 
announced a 3.2% increase in the 
price of paints, on December 2. 
House paints will go up 14¢ to 20¢ 
a gallon to the trade. Second rea- 
son, the general urge among home 
buyers to look for larger and more 
expensive houses. Dr. Philip Wer- 
nette, of the University of Michi- 
gan, estimates the annual demand 
for new houses will reach at least 
1.5 million by 1970. 


. * * 


A Senate subcommittee has set a 
hearing on the government's home 
mortgage credit policies, before the 
end of the year. Senator Sparkman, 
the chairman, has explained that 
the hearing is prompted in part by 
fears in some areas that credit re- 
strictions will prove to be tight 
and make impossible the volume of 
home building the nation needs. 


* * * 


A couple of not too closely related 
factors are giving the planners in 
this industry goose flesh. The first 
is the indication that federal finan- 
cial engineers are definitely afraid 
of the return of inflation. So the 
brakes are being applied early. For 
the fourth time this year, federal 
reserve banks have raised discount 
rates. They now stand at 2.5%— 
highest since 1934. Commercial 


banks that are members of the sys- 
tem must pay this rate to the re- 
serve banks when they borrow 
funds to make new loans to their 
customers. 

. a * 


This means that loans to business 
cost more; an effort to discourage 
borrowing. Measured by advances 
in the discount in earlier years, the 
rate isn’t high. But repeatedly, ad- 
vances in the discount rate have 
been followed by recessions; some 
of them serious. The big bust of 
the ’30’s was introduced in that 
way. The reserve has learned much 
about the delicate handling of this 
machinery; but it still regards in- 
flation as financial public enemy 
No. 1; and the feeling hereabouts 
is that the financial engineers are 
going to be slow about releasing 
the brakes. They'll do it if the 
vehicle goes into a skid; but the 
question is whether that would 
correct anything, once the skid has 
started. 


* * * 


The second factor is the continu- 
ing troubles of agriculture. This 
has waded so deeply into partisan 
politics that it’s hard for industrial 
economists to get a hearing. But 
the fact remains that a rather sur- 
prising number of building material 
dealers the country over usually 
have considerable volume of farm 
sales when the farmers are making 
folding money. Of course that trade 
shrinks when farm earnings de- 
cline. 

* * * 


The Department of Agriculture 
says farm earnings next year will! 
drop 4%, or more, below this year’s 
income. That would be added to an 
earlier slump, totaling 28%, that 
has overtaken the country people 
since February, 1951. An industrial 
economist said that during the same 
period, national income in other 
lines has advanced an average of 
80%. Farmers’ production costs 
are still rising. This doubtless 
means fewer new buildings and 
fewer repairs in the country. 


7 * * 


Whatever the right answer to 
this puzzle, it’s certain to be a 
political issue next year. 


R. Y. Kerr 
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THERE 1S A GRADE 
PRICED FOR EVERY NEED, 
EACH PRODUCED IN 
ACCORDANCE WITH 
NOFMA 








Ponty” een 
comets 
means 100% 


Splinter Clipper has 
eliminated annoying 
splinter 


Your builders and the families who buy their 
homes are creating a new insistence upon 
brand-name buying in oak flooring. And 
Cloud's LOCKWOOD OAK FLOORING is the 
brand they demand! 


CLOUD’S 


eGikW@O@® 
TEMPERED OAK FLOORING 


QUALITY OAK FLOORING SINCE 1926 


Your builders save up to 35% in laying-through-finishing costs with Cloud's 
LOCKWOOD OAK FLOORING, which utilizes the exclusive “splinter clipper’ and 
has the nail-groove feature. Precision-milled LOCKWOOD lays and stays straight, 
and has the richness of color, grain and texture which makes Ozark mountain- 
grown oak famous everywhere for beautiful and durable flooring. This adds up 
to 100% customer satisfaction and makes LOCKWOOD the oak flooring dealers 
prefer to handle! 


CALL OR WRITE FOR A QUOTATION ON YOUR REQUIREMENTS 
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LETTERS 


The recent series of 
three editorials, ‘Challenge 
to the Industry,” has drawn 





a number of letters from 


readers. ltlere are some ex- 


cerpts. 


Need Manufacturer's Aid 


To the Editor . .. as you say, the 
manufacturer will have to give the 
dealer the know-how of “doing.” They 
can afford this time, effort and money 
inasmuch as (1 think) the building 
materials industry now spends very 
little on dealer promotion and adver- 
tising. They are going to have to help 
the dealer help himself. 

Chester T. Hubbell, President 

Hubbell Lumber Corp. 

Albany, N.Y. 


Who's the Dictator? 


To the Editor ... the day has arrived 
for many—and others are nearer it 
than they think — when we are the 
contractor’s customer instead of the 
contractor being our customer entire- 
ly. In other words, the dealer can 
have as much to offer the contractor 
as the contractor has to offer the 
dealer. Otherwise, I feel we are back 
in the horse and buggy days with the 
lumberman in the position of letting 


some contractor establish himself as 
the dictator who tells the dealer when 
and if he is going to sell his material 
at what price and at what dis- 
COUME. « « « 
C. M. McAllister 
The McAllister-Fitzgerald 
Lumber Co. Garden City, Kans. 


Labor Problem 


To the Editor ... You have mentioned 
the primary problem involved, name- 
ly, securing willing labor for home 
improvement work. This is a serious 
problem with us because of the sea- 
sonal aspect of our business. These 
editorials are indeed timely and should 
be carefully noted by our Association 
management throughout the country. 
Sam M. Arnold 
Arnold Lumber Co. 
Kirkeaville, Mo. 


NRLDA Help Coming 


To the Editor ... There certainly is 
no doubt that this whole market is 
going to be given tremendous impetus 
in 1956 through programs such as 
OHI and others. This means more 
people are going to be directed to the 
retail yards for information. 

Coming from our printer is a 16- 
page booklet telling the dealer how 
to cash in on this opportunity and how 
to organize his lel atiamenniie. 

We are meeting with the manu- 
facturers to coordinate our joint 
activities in this field and it is to be 
hoped that as we get organized we 
will have not only our state and re- 
gionals, but the manufacturers and 
their salesmen pushing the idea. 


Certainly your editorials would go 
a long way toward making everyone 
concerned realize that here is an op- 
portunity that we must cash in on or 
someone else will. Congratulations 
on the job you are doing here. 

H. R. “Cotton” Northup 
Executive Vice-President 
National Retail Lumber Dealers Assn. 


Shows Us Up 


To the Editor .. . It seems ridiculous 
to me when our truck drivers will pay 
more to belong to their union than 
we lumber dealers pay toward the 
support of our Associations. .. . 

H. B. Rine 

Rine’s Lumber Yard 

Cedar Falls, lowa 


Solution Is Package Selling 


To the Editor ... 1 am firmly con- 
vinced that the necessary labor for 
home improvement jobs can be found, 
provided dealers are willing to assume 
some additional financial responsibil- 
ity in the handling of home improve- 
ment and modernization business. 
Frankly, the trend out here would 
be towards controlling the entire job 
—labor and materials—through the 
use of a dealer’s own employes, includ- 
ing building mechanics. While all of 
us recognize the problems and pitfalls 
in this type of an operation, it still 
seems to be the most logical way that 
we have found to increase our mod- 
ernization business, both with respect 
to volume and to profits. 
C. W. Nortz, Executive Secretary 
Intermountain Lumber Dealers 
Aasn., Inc. Salt Lake City 

















A beautiful Pine Door 
combined with self-storing 
Aluminum Sash and Screens. 

A Screen Door or Storm Door 
simply by raising or lowering 
the Sash. Sash and Screens 
easily removable. Full length 
Screen Door for the hot summer 
months if you wish. 


eee 





For further particulars ask 
your Sash and Door Distributor 


or write — 


THE COMBINATION DOOR CO. FOND DU LAC, wis. 


ATTENTION LUMBER DEALERS 





=~ 


Put'em together! p2yZ 











- AIR-KING 










saler or write A 








18 (For more data on advertised products {ill in coupon on page 56) 


J SPECIFIED LENGTHS [- 


See your regular, whole- 


direct for details. 


December 26, 1955, 






ELIMINATE WASTE 


Combine your shorts with AIR- 
KING'S SPECIFIED LENGTHS of 
West Coast Standard Green 
Douglas Fir. 


Ala&- KING 
Mfg. Corp. 
Box 908, Tigard, Oregon 
Phone: ME 9-1141 


-KING 
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*&SHOW-HOUSE.{" 


TO BETTER YOUR HOME LIVING 


LIT WILL PAY 


ro pur MORMICA’ 


Laminated Plastic 


ON YOUR SALES TEAM... 


A square foot of floor space in your 
showroom is valuable to you and to us. 
o Formica® is prepared to prove that it can 


pay you well for the small amount of room 
you will need to become a stocking Formica sheet dealer. 


In October 8 Saturday Evening Post and November Living 





for Young Homemakers twenty million readers of “Show House” 
will be told and sold the idea that their lumber dealer is head- 
quarters for Formica and all their building needs. But sending 
dozens of do-it-yourself prospects to your door is only one means 
Formica has of paying its way on your floor. 


Every Formica customer we send you is a prime prospect 
for plywood, lumber, Contact Bond Cement, metal moldings and 
tools of many kinds. 


We don’t ask that you sell Formica—we ask that you /et 
Formica sell for you! 


Your Formica distributor is ready to put in a sheet rack 
that stocks Formica and acts as a silent salesman. He'll set you up 
with a self-service color selector with swatches the customer can 
take home. He'll give you the full story on Formica Easi-Bild* 
Patterns and how they can increase your sales and profits. 





*Trade-mark Reg. U.S. Pat. Off. Easi-Bild Pattern Co., inc. 


ES ae THE FORMICA COMPANY 
y e800 4501 Spring Grove Ave., Cincinnati 32, Ohio 


selling Formica is as [_) Please have a Formica representative call me for an appoint- 


big as the Profit ment to discuss how we can become Formica sheet dealers. 
Please send folder describing your program for lumber dealers. 


Opportunity it can 
best be told face to 
face. May we have 


a Formica 


Company Name .......... 


Address 
representative call? 


Zone State 


Individual 
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EDITORIAL: 


A New Look at Inventory Policy 





Yesterday's approach to annual inventory taking was 
to determine the annual profit in the business. Today, 
many dealers “cost” their tickets every day and have 
a monthly profit and loss statement drawn-off so they 
know what their profits are currently. 


Under this method, the annual inventory serves two 
purposes: (a) to confirm the accountant’s monthly pic- 
ture of net profit, and (b) to note any losses from 
theft, deterioration, obsolescence, etc. 


Tomorrow’s inventory taking will serve yesterday’s 
and today’s purposes but it will also be creative in 
nature. 


Inventory taking may become an annual listing of 
the things the dealer has to sell in addition to materials. 


Basically, the dealer has to sell: (1) materials; (2) 
labor applied to materials and packaged for consumer 
end uses; (3) building sites for families who do not 
own their own lots; (4) money to finance consumer 
purchases on installment basis; (5) rehabilitation of 
the substzndard dwellings in the trading area, and 
(6) miscellaneous services of architects, sales people, 
building officials, utilities, etc. 


These assets should be counted and tallied with the 
same care as the physical inventory. 


First, after the material inventory, might be money, 
because that is the simplest. In listing the money he 
has to sell, every dealer can start with a million dol- 
lars to lend (let any skeptical dealer create a million 
dollars worth of suitable Title I paper and see how 
quickly a finance company will snap it up)! 


The dealer who wishes to take a complete inventory 
of the money available to him will stert a file. card 
record or ledger page for every possible source of 
consumer saies financing. 


These sources should include mortgage bankers, in- 
surance companies, banks, building and loan, Fannie- 
May, finance companies, private investors, etc. 


The following information should be tabulated for 
each: name, address, telephone officials to contact, 
type of loans available, limitation of funds, if any, 
important loan policies, rules and regulations, forms 
and blanks required, ete. 


Next in our overall inventory listing would be: 
building sites. 


This inventory could take the form of township 
maps. It has been established that an economic truck 
haul for a retail lumber and building products dealer is 
30 miles, which means that the average dealer’s trading 
area is approximately 3,600 square miles. 


Township maps covering this area could be colored 
to show construction sites, owners’ names could be 
lettered in and card records made of each owner, giving 
full information, including value of lot, asking price, 
dealer option for sale, or realtor handling, etc. 


The dealer who owns or controls a sizeable inventory 
of building lots has an inside track to a fine volume 
of non-competitive business. 


On these township maps another color could be 
used to show area in which substandard houses are 
located. The number of these range from 18% of all 
housing units in Washington, D. C., to as high as 73% 
of all housing units in certain counties. The national 
average is 37%. These substandard houses represent 
a physical background for creative sales. 


A fourth phase of tomorrow’s inventory might be 
labor. 


If the end-use package requires both labor and mate- 
rials, isn’t it just as important to have an inventory 
of the labor available as the materials available? 


The dealer who wants this type of inventory will 
open an individual card record for each contractor and 
subcontractor, each carpenter, mason, painter, tile 
setter, etc., in his trading area, with the following in- 
formation on each man’s card: 


Name Company loyalty 
Address 
Telephone 


Competitive loyalty 


Size of crews 
Type of construction Credit experience 
Construction specialty 
Largest job handled 
Smallest job will handle 


References from individual 
clients by name 


Credit rating 


Financing supplied 
Sales ability 

Monthly payment sales 
Speculative building 


Number of times we recom- 
mended him 


What happened 


Annual purchases 


Jobs awarded 


With such a file at his finger tips, the dealer would 
know more about availability of manpower for any 
construction work than anyone else in his market. 


Fifth: tomorrow’s dealer will take an inventory of 
the non-construction service factors of the industry 
and open card records for individual architects, real- 
tors, building officials, etc., who are needed occasionally 
to round out his one stop service. Similar information 
should be recorded on the cards as that in the case of 
contractors and building mechanics. 


Finally the dealer will always have on hand an in- 
ventory of one or two new homes available for sale 
and delivery to families who cannot wait for custom 
building. 


Only with such an inventory can a dealer have the 
widest possible base for profitable merchandising. 
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“Qualitized” 


~S 


PRODUCTS 


“QUALITIZED” ENGELMANN SPRUCE 
“QUALITIZED” IDAHO WHITE PINE 
“QUALITIZED” PONDEROSA PINE 
“QUALITIZED” INLAND CEDAR 
“QUALITIZED” FIR and LARCH 
“QUALITIZED” WHITE FIR 


nN PONDEROSA ping {Plus “Qualitized” Mill- 
work, Cut Stock, Lath, 
/ Pre-cut Children’s Furni- 

ture and Toys. 


Tuy ° 
Me .“QUALITIZED” PRODUCTS 
fa// : AVAILABLE ONLY FROM 


PRODUCTS 


P. O. BOX 64 SPOKANE, WASHINGTON 
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, Answer to Prefabs 


Six Wisconsin dealers develop their 
own package-deal plan, sparked by the suc- 
cess of their house parts assembly plant. Here 


are the details. 


@ We will build a package-deal home for a customer, 
using his own design or one furnished by the 
company. 


We will! build a home part way for the do-it-your 
self customer, going as far as he wants us to. 


Or, we'll contract for the electrical, plumbing and 
heating work and basement excavation. 


We'll also direct the homeowner to a good well 
driller if he needs one. 


These are the package-deal services offered by six 
Wisconsin firms within a 50-mile radius, all of which 
utilize a house parts assembly plant in the small town 
of Sullivan. 


Battle prefabs. It was several years ago that the 
officers of these firms, realizing the inroads made in 
the building industry by the prefabs, decided on a 
program of their own to capture the local market. 
They began advertising homes of various designs at 
competitive prices and as package deals. Customers 
also were invited to submit their own designs, if they 
so desired, and to use the lumber firms’ plant and 
facilities for supplying precut lumber, erection serv 
ice and many other features. This flexibility appealed 
to many people. 
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STEP-BY-STEP erection of a Braun house. 


The six firms began assembling houses in 1953 and 
that year produced 19 houses, 15 garages, a couple 
of wayside stands and a number of brooder houses. 
A 30’ x 100’ building of concrete blocks was erected 
at Sullivan, Wis., where a factory assembly-line setup 
was installed for assembling the houses after the 
lumber was precut. 

At first, ovérhead farm equipment track was used 
to elevate the sections and carry them outside to a 
20-foot bed truck. Then they were transported to the 
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THIS CUSTOM-BUILT HOME is representative of the 74 homes and 


15 garages sold as a package-deal 


$10,000-$15,000 range 


home site. 

Business increased so rapidly in 1954 that the firms 
added a 40’ x 80’ addition to their shop. A modern 
electric hoist and overhead track was _ installed 
throughout the plant to facilitate erecting and trans- 
porting the sections. 

The Sullivan shop, which maintains a crew of six 
men, fabricates the roof ends, the outside walls and 
the inside partitions. Last year the plant turned out 
37 houses, 22 garages and many home additions. Up 
to June 1, 1955, the shop had precut lumber and as- 
sembled sections for 18 houses and eight garages, 
with a good backlog of business. 

Deploy carpenter crews. The six firms engaged in 
this home-building program work closely with con- 
tractors, who are given first chance at the home-erec- 
tion jobs. However, if the contractors are too busy 
with their own projects, these lumber firms can step 
in with their own carpenter crews. These crews have 
erected a precut home to the point of siding the ex- 
terior and applying the interior wall finish, including 
the shingling, in three days. The lumber firms have 
available as many as 20 carpenters to assist with 
home-building and garage projects. 

About 90% of the business is in complete homes. 
Only 10% of the houses erected have been on a par 
tial do-it-yourself basis. One exception is the home- 
owner who contracts with the dealers for all the work 
on the new home, except the painting, which he may 
do himself. Such a customer is not classified by the 
lumber firms as a real do-it-yourself customer. 
Houses erected by the six companies under their plan 
are in the $10,000 to $25,000 class; most of them sell 
for $10,000 to $15,000. 

It was soon discovered at the lumber dealers’ plant 
that lumber can be precut and parts fabricated faster 
than the houses can be erected. For this reason, the 
firms interchange their shop men and outside car 


(continued on page 58) 
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Most of the houses are in the 
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Guide for Shoppers 


Six Wisconsin 
dealers find a shop- 
ping guide  stimu- 
lates interest in their 
home-building  serv- 
ice. Published 
monthly, the Braun 
Shopping Guide, 7" 
x 10", contains illus- 
trations of lumber 
and building supply 
items, plus one or 
two house plans 


Cost of printing and mailing the Guide is four cents a copy. 
Hutson-Braun Co. distributes 3,500 copies monthly, while 
Engan-Braun Lumber Co. uses 2,500. The remainder of the 
total 13,000 circulation is divided among the other four yards, 


Lately, Hutson-Braun Lumber Co. has been using one page 
of the bulletin to advertise its new Time Credit & Improve- 
ment Plan, enabling the home prospect to pay-as-he-earns at 
an interest rate of 5%. Loans can be secured for amounts 
as low as $150. 


In addition to publishing a shopping guide, the six lumber 
yards also advertise one or two house plans monthly in vari- 
ous newspapers in their areas. Thus, prospective home build- 
ers are reached with a good, consistent sales presentation 
of the firms’ flexible home-building program. 


PM ( 
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OWNER J. H. HANSEN shows his entire bookkeeping department 


modern cash register 


the statement file and sales tickets 


Bookkeeping Is Easy This Way 


Seattle dealer’s cash register departmentalizes his sales 


and brings every customer’s account up to date at closing 


time each day. 


J. Henry Hansen of the Hansen 
Lumber Supply Co., Seattle, is a 
trained bookkeeper. Yet he never 
keeps books in the ordinary 
sense of the word. Nevertheless, 
he knows at closing time each day 
exactly how his firm stands finan 
cially. 

The small amount of formal 
bookkeeping done regularly, aside 
from month-end trial balances and 
p/| statements, is done in a few 
hours on Saturday by his teen 
age daughter. 

Hansen’s methods revolve 
around the complete utilization of 
the modern cash register. Wher 
the sale is “rung up” on Hansen’s 
cash register, it is fitted into the 
business data which comes out of 
the register at the end of the day. 
Not only are the day's sales re- 
corded properly, but also the 
month-end customer statements 
are kept current. 

The heart of Hansen’s system is 
found at the sales counter in the 
firm’s store and display room. 
Here each sale is written up on a 
numbered triplicate sales slip. 
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It is at this point that the cash 
register takes over. During the 
lulls in the day’s business, the 
sales clerks ring the charge sales 
into the machine. The cash sales 
are put into the machine at the 
time the sales are made. The ma- 
chine audits the pencil additions, 
which the clerk has entered on the 
charge tickets, prints the total on 
the slip. The machine gives an 
itemized printed length of tape to 
the cash buyer. 

Then, while a charge sale is be- 
ing recorded by the machine, the 
clerk withdraws the customer's 
statement from the file near the 
cash register. The machine holds 
the total of the individual charge 
sales check, enters this on the 
statement when the clerk places it 
in the machine and prints on the 
statement the grand total of the 
account to date. 

Sales are segregated. At the 
same time, the various items on 
the sales ticket are segregated into 
five groupings: lumber sales, hard- 
ware sales, paint sales, building 
material sales and sales tax. 


“At the end of the day,” Hansen 
says, “we can be ready to leave the 
yard within 20 minutes of locking 
the door. And by ‘ready to leave’, 
I mean we know all the totals of 
the day’s business. 

“We know our total lumber sales 
and the sales for the other broad 
product classes, too. And, of 
course, our tax liability for the 
day’s sales. We know how many 
customers we had. We know the 
total amount of our day’s sales, the 
total cash sales and the total of 
charge sales. We can follow day 
bv day the course of our accounts 
receivable total. This means much 
tighter management and greater 
operational efficiency.” 

Although the system involved a 
fairly sizeable capital outlay, Han- 
sen figures to have it all back in 
two years because of the savings 
from better management and office 
efficiency. 

“After the day’s business has 
been run through the machine, the 
month’s statments are ready for 
mailing, too,” Hansen pointed out 
“At the end of the month, all we 
need to do is to send the original 
copy of the statement to the 
customer. It’s always ready to 
mail. We haven't been late with 
our statements since installing the 
system.” 
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Always have a supply of sales lit- 
erature on wand, Full color folders, 
promotional material and sales aids 
are FREE to every recognized build- 
ing supply dealer. 


Be sure to tell new home planners 
about the BILCO Door. Remind them 
that supplementing the inside stair 
with direct access is the only way to 
have a useful, convenient and safe 
basement. 





Create interest and sales by setting 
up this “Silent Salesman” in your 
yard or showroom. A standard size 
A painted bright red comes equipped 
with attractive sign. Sold at a very 
special price or @ money back 
guarantee. . 


Follow these ABC’s and sell BILCO Doors in volume for new homes and to replace 
wood hatchways. Available immediately from wholesale distributors in most sections. 


) re) , ® The BILCO Co., Dept. JL, New Haven, Conn, 
Be ) ) ~ Gentlemen 
{ } mS ° a } ‘a Please send samples of literature 90 we can order a supply 
[_] Please send information on the display offer. 


AMERICA’S FINEST Name 
BASEMENT DOOR Company 














| 
| 
| 
| 
=| 
City ; 
al 


Sold only by Lumber and Building Supply Dealers. 
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How to 
sell package 
home 


improvements 


































When it comes to selling a bedroom addition, 
kitchen modernization or attic remodeling, 
few consumers just walk in and ask a price. 
You must show them how it’s done and what 
to ask for first. 


Try using HOME Maintenance & Improve- 
ment magazine, sent quarterly to your con- 
sumer trade. Over 1600 lumber dealers have 
found that sending this helpful magazine to 
their 400,000 customers and prospects is a 
profitable promotion—because HOME makes 
it easier for the consumer to buy. 


HOME Maintenance & Improvement is a 
full-sized, national consumer magazine, with 
full color cover bearing your name, address, 
phone number and sales message. We mail it 
to your customer and prospect list — live 
names, not just occupants or boxholders. 
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There is timely, worthwhile information 
for the homeowner in HOME. It is full of de- 
tailed photos and stories on home remodeling 
and repair, all referring to you, the local lum- 
ber dealer, as source of materials and infor- 
mation. Appeal is not only to the consumer 
who wants to do it himself, but to the man or 
woman who wants to do an intelligent job of 
buying a home improvement package from you. 


And, if a suitable mailing list might be a 
problem for you, we are prepared to supply a 
prospect list for you at nominal cost—compiled 
from proved homeowners in your trading area 
—available for nearly every U. S. city and 
town of 5,000 population and over. 


We want to give you full information about 
this solution to your local advertising prob- 
lems. Just fill in the coupon below and mail. 














Service Manager, Room 2000Q. 
HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois. 
Financial 6-5380 
( ) Send us complete information, with no obliga- 


tion on HOME and its new homeowner mailing 
list service. 


( ) We already use HOME, but would like full de- 
tails on the new homeowner mailing list service. 


Business name 


Street_ 
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ROLL-OFF ATTACHMENT makes it possible to introduce materials handling 










Courtesy Towmotor Corp 


methods without changing the stacking layout. Cover. 


Roll-Off Device 


Cuts Handling Time in Half 


As part of its modernization pro- 
gram, Yellow Springs (Ohio) Lum- 
ber Co. purchased a fork-lift truck 
equipped with a roll-off attach- 
ment. Without rearranging the 
yard storage layout, the truck has 
cut materials handling time about 
50%. 

A subsidiary of Peter Kuntz Co., 
Dayton, the yard uses a two-ton 
capacity fork lift. Equipped with 
the roll-off attachment, it’s pos- 
sible to use right-angle stacking in 
the yard and still handle lumber 
easily. 

When removing lumber from a 
stack, the truck faces the end of 
the pile. Teeth in the ends of the 
fork pull the load out far enough 
to enable the operator to get both 
forks under the load. With the 
roll-off attachment, the load is 
rolled and centered on the forks. 

Next step in Yellow Springs’ ma- 
terials handling modernization in- 
volves palletizing cement, nails 
and other building materials. This 
step is aimed at elimination of 
bins and minimizing rehandling of 
materials. 
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10 LB. BAG + 50 
LBS LOOSE 230 
ss. 2.90 

600 





Signs Help Sell Gravel 


Informative signs are used by 
West Lumber Co., Atlanta, Ga., to 
help sell sand and gravel. Custom- 
ers can easily learn the price of 
any given amount of aggregate 
from the large signs over each pile 
of sand and gravel. 





OWENS- ILLINOIS 
GLASS BLOCK 





Privacy 


Here’s how to get plenty of light but 

none of the sight—with a panel of 

No. 365. Remind your customers that 

Owens-Illinois Glass Block have the 

insulating efficiency of an 8” brick wall 
. won't frost or sweat in winter. 




















Vision 


For a “solid” wall she can “see through,” 
suggest a panel of No. 370, Her kitchen 
will be flooded with daylight, yet it will 
be easy to keep spic and span, Point 
out that soil marks, even splattered 
grease, rub right off . . . an occasional 
wipe renews their sparkle, 








Here’s an application that’s as practical 
as it is beautiful. These panels of No. 
316 block do much to set off the door- 
way... help light the hallway, 


Plan now to push and profit from this 
versatile, practical building material, 
Write for details to: Kimble Glass 
Company, subsidiary of Owens-Illinois, 
Dept. AL-12, Toledo 1, Ohio 

*Formerly known as INSULUX 


OweENs.-ILLINOIS 


CENERAL orrices(J) ToLeD0 1, OHIO 
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HUGE NEON SIGN, 52 feet high, in- 
viies motorists to come in and look 
around. There is parking space for 
00 cara. Cover 
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HUNDREDS OF ITEMS are displayed where they can be seen and 


handled in the big store 
quick service 


134 


Customers find departments numbered for 


REFRESHMENTS ARE SERVED On the busy week ends. Free coffee 


and doughnuts is the customary fare 


Homeowners Flood Super Mart 


Self-service—diversified 
stocks—easy parking—night 
store hours—these are some 
of the factors that lure cus- 
tomers to the big Springfield, 
N. J., layout. 
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Channel Lumber Co. on busy 
route 22 near Springfield, N. J., is 
capitalizing on the newest trends 
in building materials merchandis- 
ing with its drive-in store, super- 
market retailing and department- 
store pricing. 

Taking advantage of suburban 
homeowner business within a 40- 
mile radius, Channel serves up its 
products and services as the cus- 


tomer wants them. For example, 
lumber is separated according to 
grades and sizes and you'll often 
see price marks like $1.98. 

Customers can drive right into 
the yard, borrow a cartop carrier 
(after making a $6 deposit) and 
pay at a checkout point as they 
leave. Large orders are delivered 
free. 

The store is open 84 hours a 
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week. The 48 employes work on 
two shifts. Monday until Friday 
the store is open until 9 p.m. and 
Saturday and Sunday until 6 p.m. 
Week-end crowds sometimes reach 
6,000 people, helping boost annual 
sales to around the million-dollar 
mark. 


Charge Accounts 


Any customer who has an equity 
in his home is invited to take ad- 
vantage of a 90-day charge ac- 
count. The company also inaugu 
rated a charge-plate system for its 
regular customers, not because it 
simplifies bookkeeping, but be- 
cause of its prestige value. 

Among the many items on dis- 
play in the 12,000-foot-square air- 
conditioned showroom are tools, 
garden supplies, kitchen utensils, 
wallboard, plumbing fixtures and 
laundry hampers. 





Channel runs full-page weekly 
newspaper ads, frequently in col- 
or. 

The company’s main yard is in 
Newark. Stock for its Springfield 
branch is filled daily, not because 
of a large inventory turnover, but 
because so many species and sizes 


are displayed that there isn’t room CUSTOMER CHECKS MEASUREMENTS of a piece of molding before taking it 
to display a large stock. to a checkout counter 





PONDEROSA PINE — SUGAR PINE 
Trade Mark WHITE FIR 
DOUGLAS FIR INCENSE CEDAR 
Annual Production 60 Million 


High Altitude, Soft Textured Growth 
wD, Modern Moore Design Dry Kilns 
7 wi 
PINE 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


Registered SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 
Sales Office at Susanville, California 
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Distributors of West Coast WOOD SHIN A Send for Full De- 
Coniferous Tree Products ° WOOD SHINGLE SHAKES tails, Samples and 


5 : ¢ PLYWOOD OR HARDBOARD Prices 
- oP. O.BOX 385, TOWN & COUNTRY STATION | 
SACRAMENTO, CALIFORNIA _ BUGHER MFG. CoO. 


5 TWX. $C270 PHONE I[Vanhoe 9- 3651 yrds 211 S. Main Street, Kokomo, Ind. 
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Small Shed, Small Prices 
Combine to Move Scraps 


At least four out of every 10 customers visiting 
Eastside Lumber Co., Phoenix, Ariz., visit the firm’s 
bargin shed alongside the showroom. 

“We use the bargain shed for a triple purpose,” 
says owner William Fike. “It converts scrap from our 
mill into a moderate profit. It has solved the problem 
of disposing of leftover pieces of plywood, molding 
and lumber, which previously was burned or hauled 
away. The shed is a valuable traffic builder. People 
needing a piece of lumber have developed the habit of 
dropping in and looking in the shed.” 

The pricing nuisance, so often associated with 
handling small pieces of lumber, has been eliminated 
by pricing everything in the shed at 5¢, 10¢ or 25¢. 

The shed has developed a continuing traffic of 
youngsters building soap box racers, dog houses and 
other youthful projects which keeps the cash register 
continually ringing up small sales. 


Banding Lumber Means Labor Saving 


Banding sheathing lumber in 1,000 and 2,000 foot 
lots has resulted in a big labor saving for West 
Haven Lumber Co., West Haven, Conn. 

Delivery to house jobs is facilitated with lumber 
banded in this manner and since the yard has a lift 
truck, shifting and loading of the banded lumber is 
easily accomplished. The firm finds that flooring in 
500 and 800 foot bundles is also handled conveniently 
in the same manner. 
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Special Bin Display Boosts Sales of Nails 


Keeping eight and 16-penny nails in a special 
wooden bin on a serving counter near the regular nail 
rack has proven profitable for Balen Lumber Co., 
Goodland, Ind. 

John Johnson, manager, says not only does it mean 
giving customers quicker service, but the sight of the 
open nail stock often suggests extra nail sales to 
carpenters and do-it-yourself customers. 


Blackboard Sells Lumber 


A two by three-foot piece of hardboard, painted 
black on the smooth side helps sell sling-loads of 
lumber at the Northgate branch of North Seattle 
Lumber Co., Seattle. Yard manager Roy DeWeese 
chalks the price per M and per sling on the black- 
painted hardboard surface and hangs the sign on the 
end of the lumber. The firm’s fork truck places the 
lumber adjacent to the front door of the yard office 
so all comers will see it. Manager DeWeese says the 
idea is responsible for selling a number of loads of 
lumber each month. 
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Custom-Made Truck 
Features Pivoting Fork 


A custom-built fork lift truck—perhaps the only 
one of its kind—is speeding materials handling at 
Caruth Building Service in Dallas, Tex. 

Its primary advantage over the conventional-type 
truck is the right-angle operation of the fork lift. Be- 
sides its normal up and down movements, the fork 
can be rotated 90 degrees to speed stock placement. 

With its pivoting fork, the nine-ton truck can un- 
load a freight car in 28 minutes. The $11,000 machine 
can unload and place in warehouse stock five cars a 
day—or about 150,000 board feet of lumber. 

Though the machine hasn’t received any stress 
tests it handles five tons satisfactorily. 


MULIIS "UMBER Co. 
7") 


Lumber Growth in Short, Easy Lesson 


People are interested in lumber especially if it is 
displayed in a dramatic or beautiful form. Mullin 
Lumber Co., Los Angeles, attracts attention with a 
giant redwood log in front of their place of business. 
Signs explain that the log is 744 feet in diameter and 
868 years old. Markers have been placed at interest- 
ing history dates represented by the rings. 


Furst chotte of 
builders from 
coast to coast! 














FOUNDATION 
VENTILATORS 


Why are Lo Man Co Foundation Ventilators the 
choice of more builders each day? Because they are 
an attractive, new improved and construction- 
tested design. . . They are made of die-cast alumi- 
num alloys, and are far stronger than sand-cast 
scrap aluminum units already on the market .. . 
they will not rust or deteriorate . . . they’re faster 
and easier to install .. . they’re available in four 
models—all one standard 8"x16" size, with or with- 
out screens and shutters .. . they’re completely ap- 
proved by FHA and Public Housing authorities. 

For quality and economy, for proper ventilation 
and life-time service— your best buy is Lo Man Co 
Foundation Ventilators, 


Ask your jobber or write today for complete information. 
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ONE STANDARD 8” x 16” SIZE 
4 Models Available 

No. A190 Aluminum Ventilator Grate only provides 104” 
of tree area, 

No. A20 Aluminum Ventilator Grate with 8x8 mesh 
Screen-——provides 83.2” of free area 

No. A30 Aluminum Ventilator Grate with 8x8 mesh 
Screen, and galvanizedSuurtrer, 83.2” of free area 


No. AZ0A Aluminum Ventilator Gueate with 8x8 mesh 
Screen, and aluminum Suurrer, 83.2” of free area, 











America’s Largest Exclusive Louver Manufacturer 


MANUFACTURING & SUPPLY CO. 


5807 WEST 36th STREET MINNEAPOLIS, MINNESOTA 
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KITCHEN LAYOUT SKETCH Is part 
of an effective sales approach. Rut- 
land’s emphasize easy-payment plan. 
Cover. 


Here’s how a thorough 
selling approach helped the 
Rutland Lumber Co., Inc., 
Albany, N. Y., double their 
kitchen sales volume in a two 


year period. 


Sells 50% of Kitchen Prospects 


Excellent kitchen displays, a selection of cabinet lines 
and emphasis on easy terms have helped boost package 
kitchen sales past the one-a-week mark for the Rutland 
Lumber Co., Inc., Albany, N. Y. 


When Henry B. Rutland and his sons, Harrington and 
Robert, opened their new store, one of the first goals was 
more kitchen sales. They succeeded. The firm’s kitchen 
volume is double the 1953 level and their step-by-step 
process for selling has given them a .500 sales average 
on prospects. 
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KITCHENS IN STEEL AND WOOD and in OPERATIVE DISPLAYS give kitchens an authentic, at-home 
various price ranges are offered prospects. atmosphere, which makes selling easier. 


32 December 26, 1955, AMERICAN LUMBERMAN AND 




















“We know that anyone planning 
to spend a few hundred or a few 
thousand dollars on a complete 
kitchen is usually going to shop 
several firms,” says Harrington. 
“We do not try to sell below all 
competition. Instead, we offer 
quality materials at fair prices 
and encourage people to deal with 
us by offering a wide selection, 
good planning and _ attractive 
terms.” 

Here’s how the firm’s kitchen 
sales program works: 

Effective Displays 

The four complete kitchens in- 
stalled in the new store help in 
both attracting and selling pros- 
pects. The main display purpose 
is to show off cabinets, but the 
displays also include appliances, 
sinks, counter tops and floor cov- 
erings. 

One especially attractive dis- 
play is a steel kitchen that is 
placed near the entrance and can 
be seen through the all-glass front. 
The store is on a heavily-traveied 
highway and the display is bril- 
liantly lighted until midnight. 

One kitchen is operative so the 
salesman can show women how 
the dishwasher and range work. 
Each kitchen display has a sam- 
pling of most of the standard and 
novelty cabinets in the line, so 
customers can easily visualize the 
difference. 


Wide Selection 

The firm offers four brands of 
cabinets, two steel and two wood. 
This setup helps the salesmen 
meet the price and materials pref- 
erences of most customers. All 
four brands are competitive 
enough pricewise to keep the cus- 
tomer from shopping elsewhere. 


Steady Advertising 

Although displays and ‘phone 
book ads are effective in telling 
the public that Rutland is in the 
kitchen business, the firm also 
uses considerable newspaper dis- 
play space to promote kitchen mod- 
ernization. 

Most of the ads contain a draw- 
ing or photo of a modern kitchen 
and carry a minimum of copy. 
Sometimes the ads offer a free 
sketch for the kitchen prospect. 
Oftentimes the ads play up only 
one phase of kitchen remodeling, 
such as counter tops, because 
these products often provide the 


starting point for a complete new 
k'tchen. 

Thorough Selling Approach 

The firm’s carefully planned 
method of handling prospects 
avoids wasted selling effort, but 
carries each good prospect through 
to the closing of the sale. 

The prospect is first shown all 
four kitchen displays; then he 
receives a more detailed explana- 
tion of the line in which he is 
most interested. The salesman in- 
dicates the prices of cabinets, but 
points out that the layout and in- 
stallation problems make it diffi- 
cult to quote an accurate overall 
price without a visit to the pros 
pect’s own kitchen. If the prospect 
is interested, a home appointment 
is made then and there. 

The actual measuring and lay- 
out work is done by the firm’s 
kitchen installation supervisor. 
The report is then turned over to 
the salesman for a final sales pres 
entation in the showroom. 

Final Sales Pitch 

For the final presentation, the 
salesman tries to bring husband 
and wife together for a project 
discussion. Using the layout as a 
guide, the salesman discusses each 
material used in the project and 


finally the package price. 


Following the discussion the 
salesman mentions the package 
price emphasizing what this will 
amount to in monthly payments 
with FHA financing. He has the 
FHA forms on hand and is ready 
to complete the customer’s appli- 
cation on the spot. Only about 
35% of the firm’s kitchen jobs are 
financed, but the use of the easy- 
terms sales approach is a factor 
in closing all sales. 

“The advantage of making the 
main sales presentation on the 
customer’s second visit, after the 
layout has been made, is that we 
can direct our efforts to the most 
worthwhile prospects,” says Har- 
rington. “Most of the people who 
are not planning to buy will drop 
out before the salesman schedules 
a measuring visit. 

“When we draw a layout and 
prepare a price estimate and FHA 
forms, we are doing it for an in- 
terested prospect. We don’t mind 
if she’s shopped around, because 
we do a good enough job at fair 
enough prices to close sales with 
50% of our interested prospects,” 








Coming Next Issue 


American Lumberman’s big an- 
nual pre-convention issue _ will 
have some features you won’t want 
to miss. You will find the high- 
lights of the forthcoming state and 
regional dealer conventions, also 
the annual convention of the Na- 
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tional Association of Home Build 
ers. Be sure and read the article, 
“How to Enjoy a Convention.” In 
addition, hundreds of new prod- 
ucts will be illustrated and de 
scribed. A real bonus issue—Janu- 
ary 9! 
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Finest Quality 
ESCREEN 
Rollers 


Convex Face 











Standerd 2” 
—! 1/16" face 


Primarily used in putting the scruen- 
ing into the frome slot. Can be 
supplied with 3/32’ rounded edge. 


Concave Face 


dia, x 





Stendord 2” dia. 


For inserting spline into frame after 
screening has been positioned. 
Stondard stock sizes are .093, .105, 
.125 and .170 width of face. 


Flanged 


Standord stock size is 2” and 
1.5/8" diameters by 9/16" width 
of face. 


Special sizes on all above tools can be 
made io order. Send specifications. 


HOGGSON & PETTIS MFG. CO. 


BOX 1650, WEW HAVEN, CONM., US. A 












HIGHEST QUALITY — LOW 
PRICES — MEANS SURE 
CUSTOMER SATISFACTION — 
MORE SALES! 





BIRCH 
FIR 
GUM 


Specialized Handling from 
Mill to You! 


12 Convenient Warehouses 
MICH. IND. TEXAS CALIF, MO, 
WIRE — PHONE — WRITE 
For immediate Delivery 


BRAUND PLYWOODS INC. 


314 Wabeek Bidg. 
Birmingham, Michigan 
Midwest 4-3450 
TWX 500 




















& ‘Tomei YOUR AD OF THE WEEK 


ADservice er 


Season for Sales—and New Customers! 
Progressive dealers will plan their mid-winter 
Sale advertising and merchandising with two-fold 
purpose: 
(1) to clear out odds-and-ends, discontinued lines 


and slow-moving merchandise. YOUR NAME OR SIGNATURE CUT HERE 


(2) to attract new customers by impressing pros- 
pects with the wide variety of merchandise carried. 
Use as many illustrations as possible in your news- 


paper, handbill and direct mail advertising. Be sure Bargains galore! Limited time only! 


your bargain-seeking traffic is exposed to compelling 


store and window displays featuring timely merchan- i . CLEARANCE 
dise at regular prices. mid-winter 


YOUR SIGNATURE CUT BG 
mid-winter SALE 
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SEND FOR YOUR FREE COPY 
OF HELPFUL AD BOOK 


Big 48-page ADservice book 
shows complete series of 254 mat 
illustrations including those 
shown in reduced size in above 
suggested layouts. Also layout 
and copy ideas. Offered exclusively 
to lumber dealers. 

















(please print or type) 
AMERICAN LUMBERMAN 
139 No. Clark St., 
Chicago 2, Illinois 


Rush my free copy of the 48-page ADservice book. YO U R N A M E 


Above: 3 col. x 14 in. ad using ADservice mats nos. 
94, 188, 187, 163, 236, 167, 121, 34, 35, 109, 11, 110, 
98, 249, 142 


Above, left: 3 col. x 6% in. ad using ADservce mats 
nos. 12, 164, 167, 9, 240, 119, 147, 153 
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DEALER POINTERS 


Drive-In Saves Customer's Time 

The Drive-In Service at Knecht Lumber Co., Rapid 
City, S.D., is a time-saver for both clerks and custom 
ers. The yard’s stocks cover several acres of space. 
However, small quantities of almost every item are 
kept handy to the office for quick service to drive-in 
buyers and the “shoulder trade” customer is sent on 
his way with a minimum of time lost. Entrance to the 
Drive-In Service is through a series of sliding doors. 
Each door carries a sign listing a few of the products 
instantly available. The customer can drive close 
to the door bearing the name of the product he wishes 
and thus avoid a long carry. 


Power Saw Mounted On 
Sliding Door Track 


Al, Bob and Everett Boyce of Boyce Lumber Co., 
Missoula, Mont., assembled an efficient panel-cutting 
machine from items out of their own stock. They 
built a vertical frame out of suitable lumber and 
panel backing, well bolted at the corners, 

The portable electric saw, which does the cutting, 
slides easily because it is mounted on nylon wardrobe 
hardware wheels which roll in single wardrobe door 
track. Sawdust is kept out of the wheels and track 
with a covering of galvanized roof rake. 

The unit operates easily up and down because it 
s balanced with 12 pounds of cast iron sash weight, 
attached to the saw with sash chain running over a 
power saw sheave. One of the firm’s give-away yard 
sticks is fastened to the frazie to aid in measuring 
the width of the cut to be made 





susiness, PAYS OFF” 


Your Winslow representative can call on you, at your convenience, and 
with “details and facts’, how you can set up @ profitable Winslow Rea Mis 
plant at a reasonable overall investment. 


Here are some 
typical dealer 
reports . 


ir Binanbatch in- 
vestment paid for it- 
self in approximately 
one year”... “dig 
increase in tie-in sales 
since handling Ready- 
Mix in our yard” 
“we get additional bus- 
iness in our area be- 
cause we sell Ready- 
Mix.” Take advantage 
of the Binanbatch 
Ready-Mix profits . . . 
have our representa- 
tive prove to you a 
minimum investment 
puts you in the Ready- 
Mix business. 


Send coupon for 


complete details. Actual otograph, Ready-Mix Installa- 
tion at Boa Lumber Company—at Carey, 
Ohio 


WINSLOW SCALE CO. 
P. ©. Box 1198, Terre Haute, Ind. 
Please send information on Bin for Ready-Mix 





Name 
Address 
City 


State 

















CONVEY IT... 


FOR FASTER LOWER COST HANDLING 


Move flooring, laths, shingles, any building ma- 
terial with a smooth riding surface, to and from 
saws, lathes, in and out of storage and shipping — 
fast, and at lowest cost, with Standard Conveyors, 
Get complete information — write for Bulletin 
No. AL-12 


STANDARD CONVEYOR CO 
General Offices 
North St. Paul, Minnesota 
Sales and Service in 
Principal Cities 


© CONVEYORS 
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the luxury look 





















































DUNCAN LUMBER COMPANY'S free home plonning depart ee ty s ap + of the building me 
ment creates the distinctive kind of home that fits both your are ; des cP 
purse and your particular way of life The home teatured above ¥ { when you 
is DUNCAN DESIGNED in o price range of $17,000 to $20,000 
For the luxury look ot @ moderete price YOU CAN AFFORD 
A DISTINCTIVE DUNCAN HOME 


DUNCAN LUMBER COMPANY 
DUNCAN LUMBER CO. 200 Toe rae ae 


2001 Turner Phone 'V 46481 




















DISTINCTIVE NEWSPAPER ADS, professionally prepared by an 
agency, helped the Duncan Lumber Co. chalk up a 14% increase in 
home sales. Careful design and generous use of white space makes the 


Are You Spending ads stand out on newspaper pages. 
Your Advertising Dollars WISELY? 


This story tells how a 
Michigan dealer saved 
DUNCAN $4,500 and increased sales 
AND PRICE 14% by having a professional 
agency analyze and plan their 
advertising program. 





Are you spending too much 
money for advertising? Are you 
ty spending your advertising money 
IK “ wisely? Is your investment in vari- 
: im “| . ous media producing the prope 

results in terms of sales? 

The Duncan Lumber Co., Lan- 
sing, Mich., asked itself these 
Did You Know That Duncan Custom Built Homes questions and then hired a profes- 
— Planned Free — Cost os Little as $12,500? sional advertising agency to find 
the answers. Here are the results: 

Five months after engaging an 
agency to professionally manage 

their advertising, the Duncan 

DUNCAN LUMBER Co. Lumber Co. chalked up a 14% 
2001 Turner Phone IV 4-8481 gain in sales volume, representing 
an 8% gain over the area average. 

, And, at the same time, savings in 
APPEAL TO PRICE-CONSCIOUS customers is handled in this ad with advertising expenditures for the 
a minimum of copy and good use of white space that insures readership company were $4,500 below the 
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ADVERTISING CONFERENCES between the Dun- 
can Co. and the agency are held frequently. Ted 
Spence, Spence Advertising, left, points out a new ad 


to Duncan officials 


previous year. 

“What we wanted in our adver- 
tising program,” says James R. 
Duncan, Jr., president, “was indi- 
viduality and the same kind of 
efficiency we had already applied 
to our problems of materials han- 
dling.” 

Businesswise, the firm wanted 
efficiency that leads to economy, 
plus the same individuality and 
taste that they had already 
achieved in handsome offices and 
showroom; a supermarket - type 
parking lot; specially trained 
staff; private consultation offices; 
and an enlarged drafting depart- 
ment which each year furnishes 
free plans for more than 200 homes 

First, Evaluate Media. First 
phase in organizing an advertising 
program for the company was media 
research. This was essential to pro- 
duce the efficiency and economy 
Duncan desired. Here’s what the 
agency’s research determined: 

1. The number of housing starts, 
dollar volume and average price of 
new homes constructed during the 
preceding three years in the area 
The figures were compared with 
Duncan’s volume for the same pe- 
riod. 

2. The kind and strength of local 
competition, including prefabs. 

8. The cost of all advertising 
media locally available and an 
evaluation of each as applied to the 
firm’s operation. 

4. A review of the past adver- 
tising practices of the company. 





HOME PLANNING ROOMS are ideally suited to help 
sell customers brought in by newspaper advertising 
Here a young couple look over a selection of paneling 


for their living room 


pattern for lumber dealers in gen- 
eral. Here’s what the agency sug 
gested: 

1. A drastic reduction of display 
space in the yellow pages of the 
telephone directory. Reason: the 
single ad for 12 months was static 
and the expenditure was out of line 
for a secondary advertising me- 
dium. 

2. Cancellation of classified 
newspaper space. Reason: classi- 
fied newspaper space was good for 
merchandising individual price 
items rather than custom-built 
homes and the firm’s complete home 
building services. The former ex- 
penditure of $1,200 yearly for clas 
sifieds could be more usefully ap 
plied to newspaper display space. 

3. Temporary cancellation of TV 
advertising. Reason: TV was re 
garded as a potentially strong me 
dia, but the cost of producing orig 
inal and distinctive spots for the 
company would be_ prohibitively 
high. 

4. The bulk of the firm’s ad- 
vertising budget was given to news 
paper display space and to a series 
of 18 billboards located in high 
traffic count areas in Lansing. 


Results Tabulated. Results of 
this revised advertising budget and 
media schedule can be seen in a 
monthly breakdown of the com 
pany’s dollar volume of new home 
construction for the first seven 
months of 1954: 


Company Sales Gain. Before 
April, when Duncan’s present ad- 
vertising program was started, a 
50% increase in area sales was only 
reflected by a 15% increase in Dun- 
can sales. This gap between area 
volume and that of the company 
diminished in April, the first month 
of the agency’s services. In the fol- 
lowing months, the firm’s sales 
showed a much greater gain over 
the average for the area. 

The results were gratifying to 
both the company and the agency. 
And, in the opinion of the agency, 
checking the results are as impor- 
tant as the original survey is to 
planning a program. 

“Advertising money is an invest- 
ment,” says Theodore Spence, head 
of the Spence Agency, Three Riv- 
ers, Mich. “It is money taken out 
of working capital and invested in 
a tool. The profitable features of 
such a tool should be as carefully 
determined as the money-saving re- 
sults of a lift truck or new sheds. 
Too often, advertising assumes an 
irresponsible role in lumber retail 
ing because it accounts to no one 
for the results of the money it 
spends.” 

According to James Duncan, re- 
sults of the company’s present ad 
vertising program indicate that the 
company is meeting a modern sales 
problem with a tool at least as 
streamlined as the latest equipment 
for handling building materials 
themselves, 





5. Evaluation of survey results 
in terms of media recommendations 
and a specific three-month budget 


Area Increase or Duncan Increase or 











; Area Volume '54 Decrease Decrease 
and media schedule. ee —_—_— 

Suggestions Listed. After com- Jan. $170,500 22 % increase 10% inerease 

pleting the survey, Spence Adver- Feb. 279,300 344% decrease 5% decrease 

tising was able to recommend cer- Mar. 343,400 50 % increase 15% increase 

tain changes in the company’s April 532,700 21 % increase 10% increase* 

en and list the reasons for each May 110,000 15 % decrease 25% increase 

+ eg ae omen te = June 694,100 37 % decrease 15% increase 

es yt we ore July 172,300 3 % increase 8% increase 


specifically to this company and by 


no means should be considered a * Start of recommended program. 
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EDITORIAL INDEX FOR 1955 


Advertising & Promotion 


A Smile and a Wiggle (TV, Radio, Store Dis- 
plays, Advertising) Feb. 7, p. 72 
Advertising Benefits Everybody—(Ad of the 
Week) Feb. 7, p. 84 
Customers Benefit from Employes’ Thinting 
("The Customer is King’ Contest, Carr, 
Adams & Collier Co.) Dubuque, lows 
Mar. 7, p. 90 
Dealer's Catalog Brings $70,000 in Home 
anatase Lbr. Co.) Lubbock, Texas 
Mar. 7, p. 98 
How to Double Your Lawn & Garden Sales 
(Harmon Lbr. Co., Steel City Lbr. & Sup- 
ply Co., Stewart's Bldg. Mart, Foothill Lbr. 
& Hdw. Co., Larson Lbr. Co., Neiman- 
Reed Co., Savage Supply Co., Heching- 
er's) Wilkinsburg, Penna., Gary, Ind., Min- 
neapolis, Minn., La Crescenta, Calif., Sa- 
lina, Kans., Van Nuys, Calif., Minneapolis, 
Minn., Washington, D.C... Mar. 21, p. 66 
You Can Make Your Own Store Signs (Hen- 
shaw Lumber Co.) Tulsa, Okla. 
April 18, p. 42 
Dealer's TV Program Aids Contractor Cus- 
tomers (A. O. Thompson Lbr. Co.} Kansas 
City, Mo. ; May 2, p. 76 
Give-Aways Pay Off in Added Sales (Atlas 
Lbr. Co.) Las Cruces, N. M. May 16, p. 60 
Nine Dealers tell “How They Sell Lu-Re-Co 
Houses”. . May 30, p. 26 
Music Draws Customers to yong | Corner 
(Elgin Lbr. & Supply Co.) Elgin, | 
May ~ p. 30 
Sotees Shonen Dealer's Profits in Barbecue 
Equipment (Builders Lbr. Co.) Alice, Texas 
June 13, p. 8! 
How's Your Telephone Book Advertising? 
(Successful dealers list 12 points) 
. June 27, p. 66 
Warehouse Signs Help Double Remodeling 
Sales (Fisher Lbr. Co.) Santa Monica, 
Calif. June 27, p. 70 
How to Stage a Successful Promotion (Arm- 
strong Cork Co.) Lancaster, Penna. 
July 11, p. % 
Television Tops for Advertising (Schoeneman 
Lbr. Co.) Sioux City, lowa.. .Aug. 8, p. 56 


Small Ads Help Boost Sales Volurne (Veens- 
tra Lumber & Supply Co.) Racine, Wis. 

Aug. 8, p. 70 

Direct Mail Program Expands Dealer's Trad- 

ing Area (Genesee Valley Bldg. Service) 

Mount Morris, N. Y. Aug. 22, p. 58 


Let the Postman Deliver Your Sales Pitch 

(Direct Mail) Sept. 5, p. 88 
Radio & TV Boosts Package Sales 

Sept. 5, p. 92 

Dealer Special Events Acquire that Holly- 

wood Touch Sept. 5, p. 97 


Fall Display Materials in Action (Fred A. 
Smith Lbr. Co.) Lena, Ill... Sept. 5, p. 119 


Signs Do a Better Selling Job. Sept. 5, p. 84 


Rental Tools Boost Store Traffic (Steinman 

Lbr. Co.) Milwaukee, Wis. Oct. 3, p. 48 

Small-Town Television Show Pulls Customer 
(Spelts Lbr. Co.) Kearney, Nebr. 

Oct. 3, p. 98 

Show Window Stop Motorists (Eidem Ply- 
wood & Lbr. Co.) Seattle, Wash. 

Nov. |4, p. 88 

Dealer's paneveting Center Adds Frosting to 

the Home Package (Fraser Lbr. Co.) 


Appleton, Wis. Nov. 14, p. 94 
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Bookkeeping, Office Procedure & 
Equipment 


Silent Secretary Speeds Copy Work (Joseph 
eae. Supplies, Inc.) Melrose Park, Ill. 
Feb. 21, p. 83 
Copy Machine eves Cost of a Full- Time 
Typist (Wright-Bachman Lbr. Co.) Indian- 
apolis, Ind...... Mer. 7, p. 80 
New Equipment Speeds Bookkeeping Proced- 
ures (Chaplow Lumber Co.} Detroit, Mich. 
June 13, p. 70 
Collating Machine Saves Time (Anderson 
Lbr. Co.) Salt Lake City, Utah .... 
July 11, p. 77 
A Shortcut to Higher Office Efficiency 
(Broadview Lumber Co., K. J. Summers, 
Mar. & Secy.-Treas.) Ft. Wayne, Ind.. 
Aug. 22, p. 42 
Automatic Coleulator Makes Speedy Work 
of Costing (J. E. Chilton Millwork & Lum- 
ber Co. Inc) Nashville, Tenn. Fae 
Nov. 14, p. 66 
Circular Calculator Speeds Lumber Figuring 
(Golden State Lbr. Co.) Santa Monica, 
Calif. Nov. 28, p. 48 


Consumer Selling 


Little Sales Lead to Big Ones ogee” 
Small Appliances) 7, p. 64 
How to Sell a Woman aie (Graham 
Rohrer, Director, Specialty Sales, Georgia- 
Pacific Plywood Co.) Feb. 21, p. 48 
Model Rooms Sell Remodeling Jobs (M. D. 
Muttart Ltd.) Edmonton, Canada 
F Feb. 21, p. 84 
Why Sell Servien Is Important to Your Busi- 
ness. . Mar. 7, p. 56 
1. Pechagine % Pricing for Self-Service 
....Mar. 7, p. 58 
2. Efficient Display Fixtures Stimulate Self- 
Service Seles Mar. 7, p. 62 
3. How to Build a Check-Out Counter for 
Quick Service Mar. 7, p. 66 
4. Identify Your Store for Self-Service 
. Mar. 7, p. 68 
5. Sicedtines 4 Reece About Self-Service 
Mar. 7, p. 70 
Quality Materials Are Good Investment, 
Natl. Lumber Mfgrs. Assn. (Glasgow Fam- 
ily Home—After 8 years) Bend, Oregon 
Mar. 7, p. 70 
Sell more » house parts instead of pieces with 
University -Designed Nail-Glued Roof 
Trusses (Purdue and Illinois Universities) 
Mar. 21, p. 56 
Budget Selling Pulls | in 1,000 Customers An- 
nually (Hankins-Paulson Lbr. Co.) Union- 
town, Penna. May 30, p. 32 
Music Draws Customers to Economy Corner 
(Elgin Lbr. & Supply Co.) 0 il. 
May 30, p. 30 
10 Ways * Brush Up Your Sales Pitch (North 
Continental Lbr. Co.) Des Plaines, Ill. 
: ne .... June 13, p. 88 
5 Roadside Models Help Sell Garages 
(Steele & Loeber Lbr. Co.) Milwaukee, 
Wis... June 27, p. 59 
12 Tips for Selling Plywood June 27, p. 50 
Easy Way to Shop for Building Materials 
(W. R. Shaw Lumber Co.) South St. Paul, 
Minn. ; July 25, p. 32 
What Self- Diesen Has Done For Us (Whit- 
ing-Mead Builders’ Market) San Diego, 
Calif. Aug. 8, P. 50 


Der ember 
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Bargain Center Grosses $2,000 per Month 
Saye Lbr. Co.) Boise, idaho 
Aug. 8, p. 64 
Makes It Sosy to Sell—Easy to Buy (Tri- 
State Lumber Co.) Salt Lake City, Utah 
Aug. 8, p. 80 
Built-in Appliances are a “Natural” for Us 
(Sawyer Lbr. & Supply Co.) Milwaukee, 
Wis. Aug. 22, p. 50 
Short Lengths—Long Profits (John Reno— 
The Pacific Lbr. Co.) Chicago, Ill. 


Sept. 5, p. 138 
Bargains—People Love ‘em (Hanna Lobr. 
Co.) Tulsa, Okla. Sept. 5, p. 132 


Odds-and-Ends Worth $1,200 Monthly (Besto 
Lbr. Corp. Self-Service Bargain Shed) 
Harrisburg, Penna. Nov. 28, p. 36 


Contractor Selling 


Sell more house parts instead of pieces 
with University-Designed Nai!l-Glued Roof 
Trusses (Purdue and Illinois Universities) 

Mar. 21, p. 56 

Dealer's Price List Pulls in Contractor Busi- 

ness (Slater Lbr. Yard) Culver City, Calif. 
July 11, p. 76 

Dealer Sells Packaged Homes to Contractors 

(Anderson Lbr. Co.) Salt Lake City, Utah 
July 11, p. 80 


Do-It-Yourself Articles 


Do-It-Yourself House Calls Triple Volume 
(Jim Farrington Lumber Co.) Indepen- 
dence, Mo........ Jan. 10, p. 70 

Do-It-Yourself Rechenes Pay Store Overhead 
(Morrow Co.) Erie, Pa. Feb. 21, p. 64 

Schedule of Do-it-Yourself Shows for 1955 

Mar. 7, p. 12 

Corrugated Plastic Sheets Cut Do-it-Your- 
self Costs (H. C. Boyd Lbr. Co.) Cora- 
opolis, Penna. Mar. 21, p. 76 

Low-Down on the Do-It-Yourself Customer 

May 2, p. 68 


Women Run Do-It-Yourself School, Lumber- 
yard, Too (Beachview Lumber Co.) Amity- 
ville, L.I., N.Y May 30, p. 38 


Signs and Service Help Do-it-Yourself Sales 
(Beverly Lumber Co.) Riverside, Mo. 
i ; : .. June 13, p. 78 


Do-It-Yourself Program and New Store Jump 
Sales 40%, in Five Months (Jones Lbr. Co.} 
Haltom City, Tex. . Sept. 5, p. 134 


Do-It-Yourself Packages Help Michigan Deal- 
er Sell 10 Houses, 10 Cottages, 25 Ga- 
rages (Lansing Lbr. Co.) Lansing, Mich. 

; Sept. 5, p. 210 

Sells $685 in Materials for Do-it-Yourself 
Kitchen (Hines Lbr. Co.) Chicago, Ill. 

Sept. 5, p. 217 


Rental Tools Boost Store Tr- Fic (Steinman 
Lbr. Co.) Milwaukee, Wis.. Oct. 3, p. 48 


How to Capture the Do-it-Yourself Market 
~~ Long Island Dealers) Long Island, 
b> Me Oct. 17, p. 40 


a a Show Pays Dividends (Monroe 
Lbr. & Supply Co. Inc.) East Rochester, 
N. Y. Nov. 14, p. 164 

Chandler's Package “Deals” (Chandler Lbr. 
Co.) Van Nuys, Calif......Nov. 28, p. 30 

Homeowners Like How-to-Do-It School (Han- 
cock Lbr. & Supply Co.) Lexington, Ky. 

p Nov. 28, p. 40 
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Editorials 


Seven Keys to Adequate Profits in ‘55 
Jan, 10, p. 5! 
How te Pick Management Consultants. . .. 
Jan. 24, p. 16 
More <= Your Subscription Dollar 
Feb. 7, p. 30 
Profits Grow with Tighter Control of Buying 
Feb. 21, p. 41 


Prenegie for Particular People. Mar. 7, p. 49 
How Much Can We Sell—of What?..... 

ee Mar. 21, p. 3 

Are You Ovesteching ‘this Profitable “Sleep- 

er?” April 18, p. 34 
There's No Distribution Santa Claus... 

May 2, p. 50 

Dealer Reaction to Distribution Editorial 

(Letters from Dealers) May 2, p. 26 


Distribution Editorial Causes Comment 


- May 16, p. 26 
What Well-Fed Dealers Are Eating this 
This Spring May |6, p. 50 
More Editorial Comments on A.L.. 
.May 30, P. ‘16 
Spring Exemination for Sales Executives 
May 30, p. 24 


Precepts for Particuler People June 13, p. 64 

A New Look at Your Telephone Directory 
June 27, p. 38 

Distribution Editorial Stirs Additional Com- 


ments July |, p. 26 
Why Are Lumber Markups So Low?..... 
July 11, p. 48 
20 Wes to Keep Customers Away from Chis- 
elers July 25, p. 30 
Opportunity Unlimited—Home Improvement 
Sales .. Aug. 8, p. 48 
Guideposts for Salesmen Calling on Dealers 
Aug. 22, p. 34 
Cut Overhead—Make the Yard a Selling 
Machine Sept. 5, p. 72 
The Great Seacilie:.: Sept. 19, p. 34 


Dealer-Tested Formula for Selling More New 


Homes Oct. 3, p. 46 
Organized Thinking fap Better Decisions 
Ree ptey Oct, 17, p. 34 
The Ten Commentuents of Productive Sell- 
ing Oct. 31, p. 24 
A sci to Industry Leadership 
‘ Nov. 14, p. 48 


A ities to the Industry Nov. 28, p. 28 
A Challenge to the Industry Dec. 12, p. 34 


Education 


Can You Answer These Questions About 
Lumber? (Charles L. Lapp, Professor of 
Marketing, Washington University) St. 
Louis, Mo. Oct. 3, p. 74 

Education Is a Two-Way Street (Gene T. 
Skrivan, Chairman Bldg. Industry Dept., 
U. of Denver) Denver, Colo. Oct. 17, p. 46 


Do You Know Your Lumber? (Charles L. 
Lapp, Professor of Marketing, Washington 
University) St. Louis, Mo. Nov. 28, p. 52 


Farm Articles 


Farm Buildings Provide 
enuunes L 


Profitable Sideline 
r. Co.) Oscaloosa, lowa.. 
theese .. Jan. 24, p. 30 
Sells 36 Pole- nea Farm Buildings (Warfield 
Lbr. & Coal Co.) Monmouth, Iil.. 
Feb. 7, Pp. 42 
Farmers Are in a neanidittie Mood 
May 30, p. 40 


BUILDING 


Propucts MERCHANDISER 





Crop Storage Buildings This Fall—Plan to 
Promote {Se nneff & Woy, Farmers Lbr. & 
Supply, Peterson-Huston Lbr. Co., The 
Helms Lbr. Co., Mathews Lbr. Co., Cen- 
tral Lbr. Co.) Chadwick, Ill, Polo, Iil., 
Vinton, lowa, Wharton, Texas, Oscaloosa, 
lowa, Grand Forks, N.D. Sept. 5, p. 204 


Offers Prefabricated Granaries for Farmers 
Pawo Bidrs. Supply, Inc.) Jerome, Idaho 
Sent. 19, p. 46 


There's Money in Farm Buildings (Allen Lbr. 
& Fuel Co.) Wales, Wis... . Nov. 14, p. 52 


New Developments in Farm Buildings 
rors Dec. 12, p. 76 


Financing & Taxes 


Your Financial Counselor ‘What's Par for 

the Course?” (Ira S. Fields) Chicago, Ill. 

Jan, 10, p. 94 

New Tax Law via for Your Business (Ameri- 
can Institute of Accountants) 

. Jan, 24, p. 33 


Learn to Use Your Merchandising Credit 
Tool (By Walter Graff, Associated Credit 
Bureaus of America, and Mgr. Credit Bu- 
reau of —_' Mich.—I st of two articles) 


. Feb. 7, p. 44 
Your Financial Counselor (Ira S. Fields) Chi- 
cago, Ill... ... Feb. 7, p. 70 


Profit Making Forum “(Norm Adv. Agency) 
New York, N. Y.... ; eb. 7, p. 78 


Slash Bad Debt Losses to 1/10th of 1%—Al 
Himes, Representative, calls on 30 Michi- 
gan dealers. (2nd of two articles—Asso- 
ciated Credit Bureaus of America and 
Credit Bureau of Lansing, Mich.) 

Mar. 7, p. 92 


Your Profit Making Forum (Norm Adv. Agen- 
cy) New York, N. Y Mar. 21, p. 82 


Texas Expands Own Financing Plan (Lumber- 
men's Investment Corporation) Austin, 
a Ep May 2, p. 8 

Uses Title | Loans to Sell Added Rooms 
(Alert Lbr. Co.) Bell, Calif... May 2, p. 58 

Your Profit “or. cent (Norm Adv. Agen- 
cy) New York, N May 16, p. 82 

The Kelley Family on a Home with Help 
of Lumbermen's Investment Corp., Lock- 
hart, Texas May 30, p. 36 

Your Profit Making Forum (Norm Adv. Agen- 
cy) New York, N. Y. June 13, p. 102 

Easy Financing— Helps Sell Sweat-Equity 
Homes (Douglas Lumber Co.) Chicago, 
iil. Aug. 22, p. 36 

Time Payments Key to Package Selling (Tum- 
A-Lum Lbr. Co.) Walla Walla, Wash. 

... Sept. 5, p. 222 

(Hines | Lbr. Co.) Chicago, Ill. 

Sept. 5, p. 223 

Your Profit Making Forum (Norm Adv. Agen- 


cy) New York, Sept. 5, p. 236 
Were Your Profits, Up. Too (Ira S. Fields) 
Chicago, Ill. Oct. 3, p. 64 


Your Profit Making Forum aie Adv. Agen- 
cy) New York, N. Y Oct. 17, p. 19 


Your Profit Making Forum (Norm Adv. Agen- 
cy) New York, N Nov. 14, p. 154 


Home Shows and Special 
Community Events 
New Products, New Lines Give Open tevse 


Pog (The w. A. Grandy Co.) Mason 
City, Hl. Obes Jan. 24, p. 34 


Model Rooms Sel! Remodeling Jobs (Open 
House—M. D. Muttart Ltd.) Edmonton, 
Canada... cee. Feb. 21, p. 84 


A Fashion Show in a Lumber Venda 
Tool Classes for Women (Neiman-Reed 
Lbr. & seen Co.) Van Nuys, Calif. 

April 18, p. 4 

7,000 Attend California Dealer's Product 


Show ep aeannetn Lbr. Co.) Watsonville, 
Calif. 


..May 30, p. 42 
Dealers Stage Practical Demonstrations 
— Lumber Co.) Pittsburgh, Penna, 
Sept. 5, p. 122 
(Rosenthal) Crystal Lake, Ill. 
Sept. 5, p, 122 
[Charlottesville Lbr. Co.) Charlottesville, 
Weis Sept. 5, p. 123 
alesis, Lbr. ce) Chicago, Ill... .. 
Sept. 5, p. 123 


(John Sikidedee Lbr. Co.) Milwaukee, 

i Peers . Sept. 5, p. 124 

Sawdust Parties Help Sell Power 
ite rpcuoed s) Washington, D. C. 

Sept. 5, p. 128 

Dealer Special Events Acquire Hollywood 

Touch Sept. 5, p. 96 
Customers Crowd ictal (E. J. Stan- 

ton & Son, Inc. Los ees Calif. 

. Sept. 5, p. 258 

Dealer Strikes Paydirt with Home Show 
(J. W. we beens Riddle, Oregon. 

a4 Oct. 3, p. 90 

$675 Party ee Dividends (Stein Lbr. Co.) 

Fredericksburg, Tex. Oct, 17, p. 48 

Home Show Exhibit Pays Off in Added Sales 

(E. H. Gerhart & Son) Jonestown, Penna. 

Oct. 17, p. 72 


Tools 


Low Cost Housing 


One Dealer's Score: 72 Lu-Re-Co House 


Sales ¢- yeenaneen Lbr. Co.) Indian- 
apolis, Ind... ... . . Jan. 24, p. 18 
Belleview BM Pion No. 191 (Paul T. 


Cesar pegs Chicago, Ill. 
Jan. 24, p. oT 

1500 Lu-Re-Co ore Built by 460 Dealers 
(Lumber Dealers Research Council) Cham- 
paign, Ill. Feb. 7, p. 58 
New Lu-Re-Co Plans Announced (Lumber 
Dealers Research Council) Champaign, Ill. 
Feb. 7, p. 59 

Lumber Dealers’ Precut Home Package (Jo- 
seph Building Supplies, Inc.) Melrose Park, 
il. .... Feb, 21, p. 44 
- ~ a (Paul T. Haagen, Architect) Chicago, 
eb. 21, p. 8! 

6 se to 60 Sweat-Equity Sales (Wright- 
Bachman) Indianapolis, Ind. Mar. 21, p. 50 
AL-202 (Paul T. Haagen, Architect) Chicago, 
i. Mar. 21, p. 54 
Dealer-Builders Active in Ft. Worth (John- 
son-Campbell Lbr. Co.) (Sabine Valley 
Lor. Co.) Ft. Worth, Texas May 16, p. 66 


AL-205 (Paul T. Haagen, Architect) Chicago, 
it. 


May 16, p. 80 
Nine Dealers Tell “How They Sell Lu-Re-Co 
Houses” May 30, p. 26 


Personalized Service Sells Low-Cost Homes 
(Adams Lumber Co.) Little Rock & Con- 
way, Ark. June 13, p. 96 

Can Lumber Dealers Beat Pre-Fab Competi- 
tion (Survey by Indiana Lbr. & Bidrs’ Sup- 
ply Assn.) July Hl, p. 56 

(continued on neat page) 
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Take « Look at Tomorrow's Home (U.S. Gyp- 
sum Research ste Barrington, Ill. 
Aug. 8, p. 82 


Buyers Go for New Home Package Genesee 
Valley Bldg. Service (Lu-Re-Co homes) 
Mount Morris, N. Y. Nov. 14, p. 60 


Connecticut Dealer Offers 100% Package 
Home Deal (DeForest & Hotchkiss Co.) 
New Haven, Conn. Nov. 28, p. 46 


Management 


Tight Rules Prevent Bad Check Losses (J. D. 
Braman Lbr. & Hdw. Co., Inc.) Seattle, 
Wash. Jan. 10, p. 90 


His Workshops Inspire (Art Hood) 
Feb. 7, p. 55 


Dealers Endorse Workshop Sessions (Letters 
from dealers expressing appreciation—Art 
Hood's Clinics). . June 13, p. 116 

Schedule of Clinics June 13, p. 118 


Trend Toward Extra Store Hours 
_. Nev. 14, p. 20 


Mr. Fitts Goes to Town (Fitts Lbr. & Supply 
Corp.) Erie, Penna. ov. 14, p. 96 


"Pricing Workshop (Hood's 
Nov. 28, p. 30 


Dealers Praise 


Texas Workshop) 


Materials & Controls—Iinventory 


Lumber Inventory Control—The Easy Way 
(Pine Lumber Co.) Milwaukee, Wis. 
Mar. 7, p. 84 


Materials Handling & Equipment 


Progress on Flatcar Shipments (Sterling Lum- 
ber Co.) Chicago, Ill. Feb. 2!, p. 54 


Rental Trailers Solve Delivery Problem (Gold- 
en State Lbr. Co.) Santa Monica, Calif. 
Feb. 21, p. 82 


Important Materials Handling Series 
March 7, p. 88 


Do You Have « Materials Handling Prob- 
lem? (Irving M. Footlik—Ist article) Chi- 
cago, Ill. Mar. 21, p.45 


Materials Hernia and Trucks 
April 4, p. 571 


tt Fundamentals in Materials Handling (Irv- 
ing M. Footlik—2nd article) Chicago, Ill. 
April 18, p. 36 


What Makes « Good Truck Driver? 
May 2, p. 78 


Unload Test Lumber Car in Three Hours 
(Ginter-Wardein Co.) Alton, Ill. 
May 2, p. 70 


Sell Your Employes on Mechanica! Equip- 
ment (Irving M. Footlik—3rd article) Chi- 
cago, Ill. May 16, p. 70 


Cut Costs with Materials Handling Survey 
ow s free consultation service) Chicago, 
May 16, p. 74 


Laying Out Your Yard to Determine What 
hes of Equipment to Buy (4th article— 
Irving M. ema Chicago, Ill. 

, June 13, p. 73 
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Tests Improve Lumber Packaging for Flatcar 
Shipments (Sterling Lbr. Co.) Blue Island, 
il. June 13, p. 100 


How to Select the Right Equipment [Irving 
M. Footlik—5Sth article in series) 
July 11, p. 62 


Now That You Have Your Equipment (Irving 
M. Footlik—é6th article in series) 
Aug. 8, p. 60 


Flat Car Shipment Tests Value of Paper 
Wrapped Lumber (Sterling Lbr. Co.) Chi- 
cago, lil. Aug. 8, p. 93 


Lumber Tree Equipped with “Overcoat” 
(Eastshore Lbr. & Mill Company) Oakland, 
Calif. Aug. 22, p. 48 


Fork Lift Truck Saves $5,000 Annually (Siegel 
Lbr. Co.) Chicago, Ill... .. . Sept. 19, p. 36 


Portable Lumber Lids Go “Top-Hat” (Ed 
Fountain Lumber pe Los Angeles, Calif. 
Oct. 17, p. 38 


Steel Strapping Speeds Lumber Salvage 
(Housatonic Lbr. Co.) Derby, Conn. 
J S Oct. 31, p. 44 


Converts Old Lumber Shed to Modern Han- 
dling Methods (Lord & Bushnell Lbr. Co.) 
Chicago, Ill. Nov. 14, p. 56 


New Home Construction 


Lumber Dealers’ Precut Home Package (Jo- 
seph Building Supplies, Inc.) Melrose Park, 
iW. Feb. 21, p. 44 


Dealer's Catalog Brings $70,000 in Home 
Sales (Forest Lbr. Co.) Lubbock, Texas 
: Mar. 7, p. 98 


Sell More House Parts Instead of Pieces with 
University -designed Nail-glued Roof 
Trusses (Purdue University and Univ. of 
IHinois) Mar. 21, p. 56 


Dealer Spearheads Civic Building Drive (Jim 
Brown, Pres. J. C. Ames Lbr. Co.—First of 
2 part feature) Streator, Ill. May 2, p. 52 


Dealer-Builders Active in Ft. Worth (John- 
son-Campbell Lbr. Co.) Ft. Worth, Texas 
(Sabine Lbr. ae Ft. Worth, Texas 

, ..May 16, p. 66 


Dealer Spearheads Civic Building Drive (Jim 
Brown, Pres. J. C. Ames Lbr. Co.—Second 
of 2 part feature) Streator, Ill. 

: May 16, p. 78 


Can Lumber Dealers Beat Prefab Competi- 
tion (Indiana Lbr. & Bidrs' Supply Assn. 
Survey). : July 11, p. 56 


Buyers Go for New Home Package (Genesee 
Valley Bldg. Service) Mount Morris, N. Y. 
Nov. 14, p. 60 


New and Remodeled Stores 
or Yards 


Fire AK, eds Store Remodeling (Tri-State Lbr. 


Ogden, Utah eb. 7, p. 76 


Walk into Mr. Jacobs’ New Store (George C. 
Jacobs Co.) Eureka, Calif...Mar. 7, p. 82 


Let's Visit the New Himes Store (Edward 
Hines Lbr. Co.) Chicago, Ill. May 2, p. 62 


New Shopping Center Resembles Airport 
Control Tower (Builders Lumber Co.) Mo- 
line, Hl. June 13, p. 66 


Makes it Easy to Sell—Easy to wy (Tri-State 
Lbr. Co.) Salt Lake City, Utah 
Aug. 8, p. 80 


New Showroom Has Extra Office Space to 
Rent to Keep Down Overhead (Alexandria 
Lumber Co.) Alexandria, Minn... ... 

. Aug. 8, p. 84 


Smartly-Designed Showroom Boosts Sales 
(Bennett Lbr. Co.) Clinton, lowa 
Sept. 19, p. 54 


Builds Split-Level Showroom (Pruyn Lbr. & 
Supply Co.) Mechanicville, N. Y. 
Oct. 3, p. 2 


Professional Planners Designed This Show- 
room (E. W. Bank Lumber Co.) Enid, Okla. 
Nov. 28, p. 42 


Product Merchandising 


Use These Important Trends to Increase Your 
Paint Sales in 1955 (National Paint, Var- 
nish & Lacquer Assn.) Washington, D. C. 

Jan. 10, p. 80 


Aluminum Roofing Helps Sell Itself (Farm- 
er's Lbr. & Supply Co.) Phoenix, Ariz. 
Jan. 24, p. 24 


New Application Method Can Boost Roofing 
Sales (Asphalt Rfg. Industry Bureau) New 
York, N. Y. Feb. 7, p. 48 


Feb. 7, p. 60 


Little Sales Lead to Big Ones (Kitchenware, 
Small Appliances) eb. 7, p. 64 


Sliding Glass Doors Becoming Active Dealer 
Item (Broadway Lbr. Col Albuquerque, 
N. M. (J. C. Baldridge Lbr. Co.) Albu- 
querque, N. M. (Rosenthal Lbr. & Coal 
Co.) Crystal Lake, Ill. Feb. 21, p. 70 


One Way to Sell Packaged Lumber (Mark 
Lumber Co.) Pittsburgh, Penna. 
Feb. 21, p. 76 


Profits in Engelmann Spruce 


How Displays Sell Ornamental Metalwork 
(Twin City Lbr. & Moulding Co.) North 
Little Rock, Ark. Mar. 7, p. 74 


Distributor Helps Dealers Boost Plywood 
Sales (Norfolk Tidewater Plywood Corp.) 
Norfolk, Va. Mar. 21, p. 62 


Four Specialists Tell How They Do It (D. H. 
Wiley Lbr. Co.) Cincinnati, Ohio 


April 18, p. 52 
(Dunn Lbr. & Supply Co.) Daytona Beach, 
Fla. April 18, p. 52 
(Thomas C. Thomas Co. Inc.,) Milwaukee, 
Wis. : April 18, p. 53 
(Young Supply Co.) Upper Darby, Penna. 
April 18, p. 53 
How to Sell Complete Patio Packages 
. April 18, p. 56 
How to Double Your Lawn & Garden Sales 
Mar. 21, p. 66 


Dealers Recapturing Kitchen Remodeling 
Market (No. | of a series of three) 
May 16, p. 52 


Preservatives Can Help You Sell More Lum- 
ber June 13, p. 84 


Spices Sharpen Dealer's Profits in Barbecue 
Equipment (Builders Lumber Co.) Alice, 
Texas June 13, p. 8! 
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How Merritt Sells 200 Kitchen Jobs Yearly 
(Merritt Lumber Co., Inc.) Allentown, 
Penna. June 13, p. 92 


Five Roadside Models Help Sell Garages 
(Steele & Loeber Lbr. Co.) Milwaukee, 
Wis. June 27, p. 59 


Does Big Job in Custom-Made Fences (Heet 
Bros.) Los Angeles, Calif. June 27, p. 64 


12 Tips for Selling Plywood (Part of Salute 
to Plywood) June 27, p. 50 


Training & Paying Sales for Kitchen Jobs (3rd 
article in series of 3) July 11, p. 60 


Don't Overlook Packaged Concrete (Sakrete) 
(Berry Lbr. Co.) Ft. Worth, Texas (Perry 
Lbr. Co.) Lexington, Ky. July 25, p. 36 


Plumbing & Heating Department Holds Key 
to Bigger Sales (Elkton Supply Co.) Elk- 
ton, Md. July 25, p. 42 


Plywood Plays Big Role in Florida Dealer's 
Boat Business (Bailey Lumber Co.) Miami, 
Fla. July 25, p. 67 


Built-in Appliances Are a “Natural” for Us 
(Sawyer Lbr. & Supply Co.) Milwaukee, 
Wis. Aug. 22, p. 50 


Selling the Package—Room Additions 
Sept. 5, p. 166 


Attic Rooms Sept. 5, p. 170 
Basement Recreation Rooms 
Sept. 5, p. 174 
Bathrooms Sept. 5, p. 180 
Porch Enclosures Sept. 5, p. 184 
Siding Sept. 5, p. 188 
Roofing Sept. 5, p. 192 
Insulation. . Sept. 5, p. 196 
Storm Windows and Weatherstripping 
Sept. 5, p. 200 
Paint Sept. 5, p. 202 
Package Selling—Crop Storage Buildings 


This Fall (Senneff & Woy Lbr. & Coal Co.) 


Chadwick, Ill. Sept. 5, p. 204 
(Farmers Lbr. & Supply Co.) Polo, Ill. 
Sept. 5, p. 206 


(Helms Lbr. Co.) Wharton, Texas 
Sept. 5, p. 206 


(Peterson-Huston Lbr. Co.) Vinton, lowa 
Sept. 5, p. 206 


enetiea Lbr. Co.) Oscaloosa, lowa 


Sept. 5, p. 206 

Garage Packages (Chandler Lbr. Co.) Van 
Nuys, Calif, Sept. 5, p. 208 
(Koss & Son) Clark, N. J.. Sept. 5, p. 208 


(Findorff's) Madison, Wis. Sept. 5, p. 209 


How to Increase Garage Door Profits (Dunn 
Lbr. & Supply Co.) Daytona Beach, Fla. 
Sept. 5, p. 239 


Packaging Helps Sell Small Items (Nails & 
Screws) (Ketchum's Builders Supply) Salt 
Lake City, Utah Sept. 19, p. 59 


Ready-Mix Concrete Springboard to Bigger 
Sales Package (Palm Springs Building Co.) 
Palm Springs, Calif. Sept. 19, p. 60 


Billion Dollar Boom in Church Construction 
(Natl. Lbr. & Mfgrs. Assn.) Nov. 14, p. 82 


Selling Color Helps Sell Paint (Parsch Lbr. & 
Coal Co.) Elyria, Ohio Nov. 14, p. 90 


BUILDING 


Propucts MERCHANDISER 


Public & Employe Relations 


What Is Public Relations? (Harold J. Risley, 
Rock Island Lbr. _ Rock Island, Ill. 
Feb. 7, p. 46 


‘Kidd’.s Korner” Good Public Relations 
(Ebenreiter Lumber Co.) Sheboygan, Wis. 
Feb. 2!, p. 58 


Customers Benefit from Employes’ Thinking 
"The Customer Is King Again" (Carr, 
Adams & Collier Co.) Dubuque, lowa 

Mar. 7, p. 90 


Give-Aways Pay Off in Added Sales (Atlas 
Lumber Co.) Las Cruces, N. M. 
May 16, p. 60 


5 Easy Steps to Better Customer Relations 
Sept. 5, p. 154 
Send an Employe to Hawaii? Sept. 5, p. 156 


Employes Help Solve Management Problems 
(DeForest & Hotchkiss Co.) New Haven, 
Conn. Sept. 19, p. 52 


Research 

Research Sheds Light on Storm Sash (Univer- 
sity of Illinois Small Homes Council) 
Urbana, Ill. Feb. 21, p. 52 


Points to Consider in Selecting Windows 
(Small Homes Council—Univ. of Ill_— 
Sponsored by Lbr. Dirs. Research Council) 
Urbana, Ill. May 2, p. 80 


Selling Remodeling Jobs 
Fix-it Shop Brings in Business (Best Lbr. & 
Fuel Co.) Milwaukee, Wis.. Jan. 24, p. 21 


Contest Points Up Profits in Remodeling Jobs 
—NLMA and Country Gentleman (L. C. 


Andrews, South Windham, Me., dealer- 
winner) Mar. 21, p. 52 
Dealer's "Doctor" Offers Popular Cure (Fntr- 


White Lbr. & Supply Co.) Phoenix, Ariz. 
April 18, p. 54 


Model Rooms Sell Remodeling Jobs (M. D. 
Muttart, Ltd.) Edmonton, Canada 
Feb. 21, p 


National Campaign 
provement" 


"Operation Hore Im- 
Nov. 28, p. 25 


Surveys & Business Predictions 


Profile of a Lumber Dealer (Saturday Eve- 


ning Post survey) Oct. 17, p. 64 
Trend Toward Extra Store Hours (A. L. Sur- 
vey) Nov. |4, p. 20 


What Dealers Expect in 1956 Dec. 12, p. 36 
1956 Biggest Building Year in History 


Dec. 12, p. 48 
Remodeling Will Set Record in 1956 
Dec. 12, p. 62 
No Building Mechenic Shortage in ‘56 
Dec. 12, p. 68 
New Home Outlook Optimistic 
rt Dec. 12, p. 72 





Will Double Lu-Re-Co Output 


Dec. 12, p. 80 

Prefabbers Air for 90% of New Home Mar- 
ket Dec. 12, p. 82 
Product Forecast Dec. 12, p. 84 


Yard Design & Layout 


Planning the Showroom (Ist article of a 
Series of Store Designs & Fixtures) 
June 27, p. 6! 


Store Exteriors (2nd article in series) 
July ti, p. 51 


Store Interiors (3rd article in series) 
July 25, p. 45 


Basic Store Layout (4th article in series) 
Aug. 8, p. 75 


Easy Way to Sell Building Materials (W. R. 
Shaw Lbr. Co.) South St. Paul, Minn. 
July 25, p. 32 


Basic Island Unit (5th article in series) 
Aug. 22, p. 53 


Basic Sidewall Unit (6th article in series) 
Sept. 5, p. 147 


Inventory Storage on a Wall Fixture (7th 


article in series) Sept. 19, p. 49 
Panels on a Wall Unit (8th article) 
Oct. 3, p. 95 
Pylon Display Fixture (9th article) 
Oct. 17, p. 61 
Roofing & Siding Unit (10th article) 
Nov. 14, p. 7! 


Yard Fabrication-—Pre-Cutting 


Lumber Dealers’ Precut Home Package (Jo- 
soph Building Supplies, Inc.) Melrose Park, 
Hl, Feb. 21, p. 44 


Pre-Cut'ng Pays Off for Canadian Dealer 
(Mel's Lbr. & Bldg. Supplies, Ltd.) Cal- 
gary, Alberta, Canada Mar. 7, p. 78 


Miscellaneous 


What Makes a Good Truck Driver? (Kemper 
Group of Insurance Companies) 
May 2, p. 78 


Lumberman Wins Three Awards Sponsored 
by APB (A. A. Hood & Don Carlson) 
June 27, p. 14 


Salute to Fir Plywood—50 Years of Progress 
(Golden Jubilee June 19-21} Portland, 
Oregon June 27, p. 44 


Your State Employment Service Can Help 
You Solve Your Labor Problems (U. 5S. 


Dept. of Labor) July 1, p. 72 
Idea-A-Minute Column July 25, p. 18 
Idea-A-Minute Column Aug. 22, p. 12 
'dea-A-Minute Column Sept. 19, p. 20 


'dea-A-Minute Column (From Art Hood's 
New England Workship) Oct..17, p. 68 


Idea-A-Minute Column Nov. 28, p. 16 


4) 














Shingle Makers Plan | 
Product Improvement 


Production up 10%, re- 
ports president of Red Cedar 
Shingle Bureau at annual 
meeting in Seattle. 


Machine-grooved western red 
cedar shakes may be more eco- 
nomical in the future than they 
are now. Likewise, they may be 
improved over present standards. 
This may come about as the result 
of a resolution passed by the Red 
Cedar Shingle Bureau at that 
group’s 39th annual meeting in 
Seattle, December 9. 

Virgil G. Peterson, secretary- 
manager of the bureau, suggested 
in his annual report that research 
work be done leading to such a 
goal. 

“Up to now,” Peterson said, 
“we have made machine-grooved 
shakes out of standard red cedar 
shingles. We have reason to be- 
lieve that an improved blank might 
produce a more economical and 
better shake, perhaps one which 
the retail lumber dealer could sell 
for less than the present excellent 
machine-grooved product.” 

Continued progress in securing 
elimination of fire insurance sur- 
charges on wood roofs was re- 
ported, including a recent action 
by the State of Maine this fall to 
remove such penalties. 


Production Up 

Announcement was made of the 
introduction October 1 of new 
grading rules, a new label and a 
new trade name for hand split 
western red cedar shakes. The new 
product is called Certi-Split (see 
AL & BPM, Nov. 28 issue, page 
4) 

“Shingle output is up more than 
10% over a year ago,” said bureau 
president H. V. Whittall, head of 
Canadian Forest Products, Ltd., 
Vancouver, B.C. He was reelected 
to head the bureau for another 
year. 

“There are now 623 shingle ma- 
chines in operation by 125 mill 
members of the bureau,” he said. 
“This is an increase of eight ma- 
chines over a year ago. In addi- 
tion, there are two producers of ma- 
chine-grooved shakes plus 46 hand 
split shake firms supporting the 
bureau's work and using its regis- 
tered grade-trade marks.” 

R. D. Mackie of Mackie Mill Co.., 


Markham, Wash., was reelected vice- 
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H. V. WHITTALL, reelected president 
of the Red Cedar Shingle Bureau 


president of the trade inspection 
and promotion group. Ben Hanich 
of Jamison Lumber & Shingle Co., 
Everett, Wash. and Melvin Lester 
of Lester Shingle Co., Sweet Home, 
Ore. were elected new members of 
the bureau’s board of trustees, 
with the other 14 members be- 
ing reelected. 

Featured speaker of the meet- 
ing was Harry H. Steidle, man- 
ager of the Prefabricated Home 
Manufacturers’ Institute, Wash- 
ington, D.C. Steidle predicted that 
within 20 years 90% of U.S. homes 
will be factory-built. 





Help Offered to Wood 
Industry Manufacturers 


Help in solving difficult problems 
is available for manufacturers in 
the wood industry through the State 
University College of Forestry in 
Syracuse, N. Y. 

“Wood industries face some diffi- 
cult problems of their own and stiff 
competition from plastics and metal 
manufacturers,” says Professor 
Raymond J. Hoyle, chairman of the 
forest utilization department at the 
university. 

“Slight changes in design to- 
gether with techniques may be the 
answer to excessive costs and dis- 
satisfied or lost customers,” de- 
clares Hoyle. Yet many firms feel 
they cannot afford the large re- 
search and technical departments 
necessary to design, test and per- 
fect new developments. These firms 
could use help, perhaps, with such 
problems as weaknesses in a new 
design, glue and moisture problems, 
finishing and machining difficulties. 

To assist such manufacturers, 
the college operates a testing and 
development program. Staffed by 


technical personnel aided by a large 
teaching and research faculty, the 
school’s laboratories are equipped 
with machinery and instruments 
for nearly all phases of wood manu 
facture. 

“Our setup makes possible wide 
research, testing and development,” 
emphasizes Hoyle. ‘Companies that 
do not have the equipment and per 
sonnel may find here the answers to 
some of their problems.” 

Details of the program may be 
obtained by writing Professor Ray- 
mond J. Hoyle, chairman, Wood 
Industry Pilot Plant Program, State 
University College of Forestry 
Syracuse, N. Y. 


National Gypsum 
Celebrates 30th Birthday 


National Gypsum celebrated its 
30th birthday recently and estimat- 
ed it has mined nearly 30 million 
tons of gypsum — enough for six 
million homes since the first rock 
was taken from its Clarence Center 
mine. 

Begun on a shoestring, National 
Gypsum this year listed assets of 
$143 million and estimates total 
sales for the year at $150 million. 

The newest plant in the firm’s na 
tionwide chain was dedicated in 
September by Indiana’s Lt. Gov. 
Harold W. Handley. The highly 
mechanized factory at Shoals is lo- 
cated in a spot where no one sus- 
pected gypsum existed until the 
company’s geologists discovered a 
deposit in 1953. 








i 


MELVIN H. BAKER, National Gypsum 
board chairman (right) and Lt. Gov 
Handley prepare to descend longest 
mine shaft in the industry at the firm's 
Shoals, Ind. operation 
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DISPLAY ISLANDS on the diagonal have improved the store’s traffic patterns, say R. BE. Andrews 


Fixture Arrangement Ideas 


Washington state dealer opinion of R. E. Andrews of Olym- displays by placing the often-visit- 





‘ pic View Lumber Co., Seattle. An- ed nail bins at the back of the 
tells why diagonal layout  grews’ opinion is backed by his _ store. 

works best. own experience. “The customer has to pass by 
“We find,” he explains, “that by the displays to reach the nails. 
The retail lumber dealer who putting our display fixtures on a With the diagonal arrangement of 
loves to see everything neatly ar- diagonal instead of neat parallel the islands, customers walk on one 
ranged in geometric patterns rows, the customer is more apt to side going to the nails and on the 
ought to resist his impulses when inspect both sides of the island. other side going back to the check 

he plans his store. This is the And we invite his attention to the out counter.” 






















| Wa McCloud Lumber Co. 


e —- SS ee ; 
_ ‘ y Speciolists in Oak Floor. ~ ca 900 First National-Soo Line Bullding 
ing. General wholesal- ~~ MINNEAPOLIS 2, MINNESOTA 


Selling the Products of 
The McCloud River Lumber Co, 
McCloud, Calif. 























GILLIES BROS. & CO. Ltd. 
BRAESIDE, ONTARIO, CANADA 


min ot WHITE DINE mas, 


Also some Norway and Spruce 
AIR-SEASONED — WATER-CURED 
Rough or Dressed 











Capacity 28 million feet annually WESTERN 


OFTWOODS PONDEROSA PINE 
Sawmills — Braeside and Temagami, Ontario “ SUGAR (Genuine White) PINE 


Established 1842 —_ Member W.A.W.L. DOUGLAS FIR, WHITE FiR 
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M and M Plays Host To Its New Neighbors 


As M and M Wood Working 
Company’s vice-president Eberly 
Thompson says, “When a new 
neighbor moves in next door, you 
wonder about him . how many 
kids he has, what he does for work 

. . plus any number of details.” 

So, as a newcomer wanting to be 
known as a good neighbor, M and M 
officially opened its new Lyons Ply- 
wood Div. (Lyons, Ore.) with an 
open house for its neighbors in the 
Santiam Valley. 

The community did want to know 
more about its new neighbor. Some 
4,000 people toured the plant while 
it was in operation and company 
guides answered thousands of ques- 
tions about the operations in mak- 
ing plywood. Children were invited 
too, and swarmed by the hundreds 
through the initial exhibition of 
Douglas Fir Plywood Association's 
Pl. wood Circus at the open house. 

The multimillion dollar mill, al- 
most entirely a push-button plant, 
has a production capacity of 75 mil- 
lion square feet of plywood a year. 


COMPANIES ANNOUNCE 





® 


Alonzo G. Decker, cofounder, chair- 
man of the board and president of the 
Black & Decker Mfg. Co., was hon- 
ored at a dinner recently, marking the 

hth anniversary of the firm. More 
than 100 management and supervisory 
members attended the dinner at which 
Decker was presented with his 45- 
year service pin. 


The Wisconsin Door Co. has an- 
nounced opening of a new flush door 
plant in Port Newark, N. J., designed 
to give east coast jobbers an advan- 
tage in freight rates, and therefore 
lower costs. Sales office for the new 
plant, as well as for the Livonia, 
Mich., main plant, is in Detroit, Mich. 


Rockwell Mfg. Company's Delta 
Power Tool Div. has named two new 
district sales managers in the south: 
U. E. (Ed) MeCarty, for the area in- 
cluding most of Georgia, the Caro- 
linos, eastern Alabama and eastern 
Tennessee, succeeding Howard L. 
Rose, who retired recently; John M. 
Bannon, Jr., was made north Texas 
district sales manager, replacing Mc- 
Carty. 


Inland Steel Products Co. has 
opened a new district sales office in 
Minneapolis to handle the firm’s sales 
in Minnesota, the Dakotas and Ne- 
braska. J. W. Butcher was named 
manager of the new office. 
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NEIGHBORLY INTEREST. 
Valley folk 
plants, employes, finances and prod- 
ucts during open house tour of the 
new mill. 


Santiam 
study data on M&M's 


The American Window Glass Co. 
has elected Francis M. Hernan secre- 
tary-treasurer of the firm, according 
to Otto G. Schwenk, president. Her- 
nan has recently been controller of 
Freuhauf Trailer. 


Paul Howard, Howard Mfg. Co., 
Kent, Wash., has been elected presi- 
dent of the American Ladder Insti- 
tute, the first west coast manufacturer 
chosen for this post in the organiza- 
tion’s 25-year history. 


Miami Window Corp. has named Joe 
Creel, Miami attorney and long-time 
director of the firm, as _ president. 
L. B. Priester, Jr., S. J. Drummond 
and W. C. McCabe were elected vice- 
presidents; C. J. Lenehan, treasurer 
and Sidney G. Kusworm, Jr., secretary. 


The Northern Hemlock and Hard- 
wood Manufacturers Association held 
its annual meeting at Land o’Lakes, 
Wis., recently. Past-president John S. 
Landon opened the meeting in the ab- 
sence of president Copeland, prevented 
from attending by illness in his fam- 
ily. 


Penn Metal Co., Inc., has estab- 
lished a Pacific Coast sales division 
to consolidate activities of its district 
offices in California, Oregon, Wash- 
ington, Nevada and Arizona. C. El- 
wood Keas is general manager of the 
new division, T odenaniens of which 
will be in Studio City, Calif. 


The F. E. Schumacher Co., Hart- 
ville, Ohio, has appointed B. A. Gam- 
mel vice-president in charge of sales 
and Virgil F. Espenschied, vice-presi- 
dent in charge of production. Howard 
F. Schumacher continues as president 
and Carl E. Schumacher as secretary 
and treasurer. 


Bird and Son, inc., one of the oldest 
firms in America, with factories and 
sales offices throughout the country, 
marks its 160th year of continuous 
manufacture this year. George Bird, 
founder and first president, established 
the first Bird mill in Needham, Mass., 
in 1795, when George Washington was 
president. 


Atlas Plywood Corp. has announced 
five new vice-presidential appoint- 
ments according to the firm’s oe 
dent, Robert A. Muller: Frank W. 
Harney, senior vice-president in 
charge of operations; Charles V. 
Molesworth, senior vice-president in 
charge of marketing; Douglas M. 
Cowie, vice-president in charge of 
manufacturing; Bert Cole, vice-presi- 
dent in charge of sales; Stanley R. 
Venne, vice-president in charge of 
timber and lands. Muller explained 
that the appointments were made in 
connection with the company’s reor- 
ganization and expansion program. 


Selck Wins Patent Case 


United States District Court 
Judge Julius J. Hoffman, Chicago, 
upheld the patent rights under 
which Walter E. Selck and Co. 
manufactures and sells its Hudee 
sink frame. 

As a result of the decision, Selck 
and Co. will be able to enter an in- 
junction against Kinkead Indus- 
tries, clggming the manufacture and 
sale of Fintrim No. 800 frame is an 
infringment of Selck’s Hudee sink 
frame patent, and asking recovery 
of damages. 








MASTER DOOR JIG for high speed 
assembly of wood doors and jambs is 
adaptable to either wood or metal 
frames. Z & K Tool Co. says one man 
can fit and hang more than 50 doors 
a day. Jig can be used in the shop or 
on the job. 
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HOO-HOO SUPREME NINE at its annual meeting in St. Louis recently. Snark 


of the Universe Dave Davis presided as chairman of the board 


The board of 


councillors, headed by president-elect John Dolcater, Rameses 47, also attended 
Standing, L to R, are: Scrivenoter Herbert F. Gustafson, Bojum Harry A. Stock- 


mann, Custocation Ernie L. 


Herbert H. Baxter, Jabberwock John T 


Wales, President John H. Dolcater, Senior Hoo-Hoo 
. Silk, Gurdon Robert E. Galiagher and 


Junior Hoo-Hoo C. R. Ashton, Seated: Arcanoper Donald Barclay, Supreme Hoo- 
Hoo John J. Santoro, Snark E. G. Davis, Secretary Ben F. Springer and Treasurer 


Edwin F. Fischer 





Uses Workshop Data 


A recent retail lumberyard man- 
agement workshop held at Butte, 
Mont., by Art Hood, editor of 
American Lumberman, continues to 
pay dividends in that area, accord- 
ing to W. J. Howard, manager of 
the Montana Retail Lumbermen’s 
Association. 

Howard is using data from the 
workshop as part of the subject- 
matter for discussion in a series of 
district association meetings held in 
various parts of the state. Discus- 
sion subjects using Hood’s text ma- 
terial include advertising, compen- 
satory pricing and promotion. 


NRLDA Gives Dates of 
Institute Courses 


The National Retail Lumber 
Dealers Association has issued a 
preliminary listing of the retail 
lumber training institute courses 
scheduled for early 1956. Below are 
the dates of the courses and the 
cooperating colleges and universi- 
ties that have scheduled the retail 
lumber and building materials pro 
gram. 


January 9-20 North Carolina State 
College, Raleigh, N. C. School rep- 
resentative, David B. Stansel, as- 
sistant director, Div. of College Ex- 
tension, 





for YOU! 


tisers through the years. 





quote you our best rate. 





We can SELL it 


Yes Sir, American Lumberman’s classified adver- 
tising section is devoted to your selling needs. We 
will list your business for sale, used equipment or 
help find a new man for you! Check the dozens of 
ads now appearing in this issue—we’ll do a good 
job as proved by the many repeat classified adver- 


Don’t forget that American Lumberman reaches 
some 25,000 interested persons every other Mon- 
day in its nationwide distribution. Check the clas- 
sified pages for rates or send us your ad and we'll 


FOR BAGGED GOODS. SHINGLES 


Jan. 9-Feb. 3 Purdue University, West 
Lafayetie, Ind. School representa- 
tive, Merle M. McClure, Purdue 
Adult Education Div. 


Jan. 16-Feb. 10 Southern Methodist 
University, Dallas, Texas. School 
representative, C. H. Shumaker, di- 
rector Institute of Bldg. Material 
Distribution. 


Jan. 16-Feb. 10 The Ogontz Center of 
The Pennsylvania State College, 
Ogontz Center Post Office, Penna. 
School representative, Harry W. 
Githens, The Penna. State Universi- 
ty Center, Ogontz Center, Penna. 


Jan. 30-Mar. 4 Ohio State Universi- 
ty, Columbus, Ohio. School repre- 
sentative, Dr. Andrew Hendrickson, 
Dept. of Special & Adult Education, 


Jan. 30-Feb. 25 University of Minne- 
sota, School of Forestry, Institute 
of Technology, St. Paul 1, Minn. 
School representative, Dr. J. O. 
Christianson, director of Short 
Courses, Institute of Agriculture. 


Jan. 30-Feb. 25 University of Mani- 
toba, Winnipeg, Manitoba, Canada. 
School representative, Prof. A. 8. R. 
Tweedie, director University Exten- 
sion & Adult Education. 


Feb. 6-Mar. 8 University of Massa- 
chusetts, Amherst, Mass. School 
representative, Prof. J. H. Rich, Col- 
lege of Forestry. 


Feb. 13-Mar. 15 State University of 
New York College of Forestry, 
Syracuse, N. Y. School representa- 
tive, Prof. Gerald H. Smith. 


Feb. 9-Mar. 9 University of Washing- 
ton, Seattle, Wash. School repre- 
sentative, Prof. David Thomas, Col- 
lege of Forestry. 


Feb. 13-Mar. 2 University of Missouri, 
Columbia, Mo. School representa- 
tive, Dr. R. H. Westveld, chairman 
Dept. of Forestry, College of Ag- 
riculture, 


Mar. 5-Mar. 20 Michigan State Col- 
lege, East Lansing, Mich. School 
representative, Prof. William B. 
Lloyd, Forest Products Dept. 


(dealer news continued on next page) 


LATH, CASE GOODS 


TILT TRUCK up onto nose plate wheels for 
ruoning under of out beneath the pallets. 
A light pull will ti “P to 1000 ibs, loads 
into perfect-balance rolling position, 


SATISFACTION GUARANTEED! If not sot 
isfled after 10 dey trial, return truck(s) 
for your money beck. 





UNDER 


Firm 
Address 
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ANTHONY TRUCK CO., Paducah, Ky. 
Send price and literature to: 


City 
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Scholarships Awarded For 
Lumber Industry Students 


The Detroit Lumbermen’s Asso- 
ciation and Detroit Hoo-Hoo Club 
#28 have announced the award to 
Michigan State University of two 
scholarships designed to foster the 
development of promising students 
in the lumber industry. 

Presentation of the annual award 
was made to Dr. Richard M. Swen- 
son, assistant dean of Michigan 
State’s agriculture school, by asso- 
ciation president Fred B. Lowrie 





Smith, Dr. Swenson and Lowrie 


and Harry Smith, president of De- 
troit Hoo-Hoo. 

According to Lowrie and Smith, 
the scholarships encourage students 
to enroll in the Lumber and Build- 
ing Materials Merchandising 
Course and develop a “greater 
awareness of the part lumber has 
and must play in the economy of 
our country to keep our nation’s 
industry healthy.” 

Students will be selected by 
Michigan State professors on the 
basis of scholastic proficiency, apti- 
tude for the industry, initiative and 
participation in extra-curricular ac- 
tivities and financial need. 


Dealers Had Problems 
160 Years Ago, Too! 


Ledger sheets dated in the 1790's 
show that delivery charges and an 
occasional “slow pay” customer 
were problems for retail lumber 
dealers even 160 years ago. 

C. Albert Stephan of the Peter 
Lumber Co., Philadelphia, found 
the old records recently in going 
through his grandmother’s effects. 
Yellow with age, but still clearly 
legible, the sheets detail accounts 
in the English pence-shilling- 
pounds monetary system in use at 
that time. 

A mystery to Stephan is how or 
why his grandmother had the pap- 
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ers, since there is no record of 
any member of his family ever hav- 
ing been in the lumber business or 
a related field. There is no clue as 
to the dealer’s name, but account 
names and addresses clearly indi- 
cate early Philadelphia, and the 
story they tell in the fine Spencerian 
handwriting of the 18th century is 
fascinating. 

“Of particular interest to me,” 
says Stephen, “is the story of the 
man who worked out his account, 
approximately 14 pounds, by car- 
penter work. Reading between the 
entries, I reconstruct this story: 


“Purchases of approximately 12 
pounds were made in September, 
October and December of 1796. The 
dealer asked for payment and re- 
ceived about 10% of the invoice 
in December. 


“Apparently the customer was 
extended credit to purchase more 
materials in July of ’97 upon as- 
surance they would be paid for 
promptly. These amounts were 
paid in the same month. During 
1798 an entry is crossed out — pre- 
sumably credit was refused be- 
cause of the outstanding balance. 
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LEDGER SHEETS of an 18th century 
Philadelphia lumber dealer record 


accounts in English monetary system. 


Then, possibly through pressure 
for payment, the indebtedness was 
cancelled as the account shows ‘by 
carpented work in full! it being in 
notes,’ ” 


St-phan says another item, a 
charge for delivery, is also inter- 
esting because of the perennial 
question today as to whether serv- 
ice charges should be made. He 
adds, “Evidently our predecessors 
felt we should, for the item reads: 
‘For hauling plank and scantling 
from Chestnut Street.’ ” 


As Stephan says, much of his 
ledger story is purely conjecture, al- 
though undoubtedly correct. But 
the ledger sheets, no matter whose 
they were, are authentic. 


Lumber Dealers Expand 
Operations, Facilities 


H. W. Blackstock Lumber Co., 
Seattle, has purchased 70x650 feet of 
land adjacent to its present location. 
This will give the firm 135 feet of 
frontage, parking area for 50 cars and 
double its present space for lumber 
storage. 


J. W. Copeland’s 42nd & Clackamas 
St. Yard, Portland, Ore., is adding a 
complete store and display room. The 
facilities are being added because an 
entrance of the new Banfield express- 
way, cutting across one corner of the 
yard, is expected to bring considerably 
increased trade to the yard. 


Holt Lumber Co., Milwaukee, has 
moved from a two-acre site to a new 
seven-acre location at highway 100 and 
Silver Springs drive, and has under 
construction, a 10,000 square foot office 
and store. Graham Holt, president of 
the firm formerly known as Pine Lum- 
ber Co., said the expanded operation 
will feature customer self-service in a 


lumber and builder supply super- 
market. 
Adrian O. Skagen has been ap- 


pointed manager of the Portland, Ore., 
yard of the Boulevard Lumber Co. His 
brother, Harold, succeeds him as man- 
ager of the Gresham yard. 


Owen W. Campbell has been named 
assistant to the president of the J. J. 
Fitzpatrick Lumber Co., Madison, Wis. 

. Campbell joined Fitzpatrick Lum- 
ber last July. He had previously been 
an internal auditor with Weyerhaeuser 
Timber in St. Paul. 


Seattle Lumber Dealer 
Heads Vigorous OHI Drive 


A vigorous Operation Home Im- 
provement campaign in Seattle 
began early in October when the 
Chamber of Commerce selected re- 
tail lumber dealer Robert V. Black- 
stock, general chairman of the 
drive. 

Blackstock, as- 
sistant manager 
of H. W. Black- 
stock Lumber 
Co. and manager 
of Hi-Line Lum- 
ber, has enlisted 
the aid of lead- 
ers in every seg- 
ment of the 
building indus- 
try in Seattle. 

An executive committee has made 
arrangements with the forthcoming 
Seattle Home Show to donate space 
for a booth. Purpose of the booth 
will be to distribute authentic in- 
formation to the public on home 
construction and remodeling with 
emphasis on how to buy moderniza- 
tion. 

“We can’t tell people where to 
buy, but we can make sure more 
people know about Title I loans and 
how to avoid possible pitfalls in a 
home fix-up program,” Blackstock 
declared. 





R. V. Blackstock 
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SSDJ Group Holds 
16th Winter Meeting 


The 16th annual winter meeting 
of the Southern Sash & Door Job- 
bers Association was held at the 
Greenbrier, White Sulphur Springs, 
Nov. 13-15. Every segment of the 
industry was represented by the 387 
members, suppliers and guests at- 
tending the three-day session. 

An interest- 
ing definition of 
a jobber was 
given by asso- 
ciation president 
James M. Green, 
Palmetto Sash & 
Door Co., Ince., 
Orangeburg, 
Ss. €., in Bis 
opening ad- 
dress: 

“A jobber is 
not a small busi- 
ness man, neither is he...a tycoon; 
rather, he is a well established, 
highly regarded commercial institu- 
tion, supporting one or more trade 
associations; active in civic, reli- 
gious and social organizations; sell- 
ing, buying, warehousing, trucking, 
banking (extending large credits), 
convincing the dealers and the 
manufacturers that the best and 
most economical way to do business 
today is through the jobber.” 


Southern Sash & Door Jobbers’ 
membership covers a large terri- 
tory, 19 states extending from 
Texas to New Jersey. During the 
meeting the board of directors ac- 
cepted two new members: Carr- 
Adams Manufacturing Co., Jones- 
boro, Ark. and Jenkins Wholesale 
Supply Co., Inc., North Wilkes- 
boro, N. C. 


James M. Green 


Wholesaler Shorts 


Frederick L. Sayre has been elected 
president and general manager of 
Sterling Lumber Co., Oakland, Calif. 
Sayre has been a member of the firm 
for the past 40 years ... Other officers 
are H. C. Edmonds, vice-president 
and Sabin W. Carr, secretary and 
treasurer. 


Northern Sash & Door Jobbers As- 
sociation has appointed David J. 
Waters as new field representative 
. . . » Waters will be in charge of 
NSDJ’s field promotion activities, par- 
ticularly the presentation of millwork 
industry programs at retail dealer 
group meetings. 


Gus H. Tessman, 82, died October 
29, at Union Honpital, Terre Haute, 
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SSOJ BOARD OF DIRECTORS: 
Schaefer, John W. Rourk, W. J. 
son, Wayne Lowrey, 
president, Thomas 

Miller, C, C. 
D. K. 


Birchfield, 


Covington, Jr., J 


From 
Baldwin, Jr., M. C. Davidson, Kenneth C, John 
David P. Steves, SSDJ vice-president; 
secretary-treasurer; 
Landskroener, Jeffrey Folse, Joe Davidson, Joseph M, Rubens, Jr., 
Reese Jones, Jr. and John W. Zuber. 


left, Merritt Sutherland, Milton P 


James M. Green, 


Harold McNabb, Marvin 





Ind. Mr. Tessman moved from Illinois 
to Terre Haute about 50 years ago, 
where he was manager of the Reese- 
Snider Lumber Co. Later he organ- 
ized the G. H. Tessman Lumber Co. 
and was engaged in the wholesale lum- 
ber business until his death. 


The National Association of Com- 
mission Lumber Salesmen Inc. will 
hold its annual meeting February 6-8 
at the Leamington Hotel, Minneapolis, 
it is reported by G. R. Gloor, secre- 
tary-manager. 


Roy Knoelke, formerly with Valco, 
Fresno wholesale lumber and building 
products company, has joined the Ber- 
nard B. Barber & Associates firm at 
Fresno. 


Nine New Distributors 
Named For Pionite Plastics 


Nine new distributors have been 
appointed by Pioneer Plastics 
Corp., Salem, Mass., manufacturer 
of Pionite Plastic laminates. The 
wholesaler firms and the terri- 
tories they will handle are as fol- 
lows: 


Pioneer Distributing Corp., Chi 
cago, for the greater Chicago area. 


Lumber Sales Warehouse, Inc., 
Miami, for southern Florida. 


Hasco Plywood Co., St. Albans, 
for the metropolitan New York 
area. 

Distributors, Inc., Charlotte, for 
North and South Carolina. 

Halprin Bldg. Supply Corp., New 
Haven, for the state of Connecti 
cut. 


Blakely Products Co., 
for the state of Michigan. 


Detroit, 


Specialty Products, Ine., Fort 
Worth, for the Fort Worth-Dallas 
area. 

Masters & Merrill, Everett, 
Mass., for northern New England. 

Seifer Hardware Co., Newark, 
for northern New Jersey. 


Concord Woodworking 
Names Four New Jobbers 


The Concord Woodworking Co., 


West Concord, Mass., has an- 
nounced the appointment of four 
new distributors, according to 
William H. Damon, vice-president: 

L. M. Stinchcomb, Battle Creek, 
Mich., for Michigan and Illinois; 
Rob-Co. Associated, Minneapolis, 
for Minnesota, Wisconsin, the Da- 
kotas and Iowa; J. L. Joyce Asso- 
ciates, Richmond, Va., for the 
states of Virginia, West Virginia 
and the Carolinas. The A and H 
Sales, Kansas City, Mo., for the 
states of Kansas, Nebraska and 
western Missouri. 





When answering advertisements please 
mention 


AMERICAN LUMBERMAN 
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BUILD YOUR OWN 
FIXTURES 
AT LOW COST! 








for the first time lumber dealers 
are offered complete working blue- 
prints on an island display fixture 
designed just for this industry. In- 
structions are easy, complete, and 
the materials for the fixture cut out 
economically. You get everything 
you need . . . drawings, information 
on glass binning, department signs, 
suggested uses for the fixture. Here 
are just a few features of this fixture 
you can make yourself: 


® unlimited flexibility. It is a 
fixture that can be quickly 
changed to accommodate 
any line of products. 


® basic unit is a half-island. 
Units can be combined w- 
gether or used separately to 
take full advantage of all 
available floor space. 


elt has a unique adjustable 
center panel that can be 
raised for display of prod- 
ucts on perforated hard- 
board. 


@ the size is right for the small 
or medium-sized yard. The 
half-island is 24%” wide; 
48” high and 60” long. 


it has been tested and has 
proved successful in dealer 
showrooms, 


OTHER DESIGNS AVAILABLE: 
This is just one of the fixtures de- 
signed expressly for the retail lum- 
ber dealer. Additional designs are 
available for sidewall fixtures, roof. 
ing and siding, board products, and 
for a checkout and service counter. 


Send in Your Order Today! 








American Lumberman, 
Dealer Service Dept., 
139 N. Clark Street, 
Chicago 2, lil. 

tone Giompetaie Ghat sever ine 


istand display fixture. | am 
enclosing $8.75. 














The Lumber Market 


Seattle Mills Sit Tight; 


Studs Bring $5 Premium 

SEATTLE Fir and hemlock 
dimension is a little stronger and 
2x4x8’ studs bring up to $5 above 
prevailing prices. Fewer transits 
are out and the car shortage con- 
tinues. Production is down. No- 
vember brought twice the usual 
rain and a week long cold spell 
that set new records for duration 
and cold. Mill inventories are high 
but many mills are “choosy” about 
accepting orders, preferring to sit 
tight and see what the post-Christ- 
mas season will bring in demand 
and weather. 

Low grade shingles are easier. 
No. 2 Perfections move at $6 in- 
stead of $6.50 and No. 2 XXXXX 
are down to $6 from $6.25. Cali- 
fornia is still buying and generally 
is given credit for holding prices. 
Cedar siding prices are steady ex- 
cept for a few weak spots, par- 
ticularly 1% by 6 beveled siding 
which apparently is being manu- 
factured in smaller quantities. 


Strike, Seasonal Slump 
Felt on California Market 


SAN FRANCISCO — The sea- 
sonal slump, combined with a long 
truck driver strike at Los Angeles, 
has hit the northern California 
lumber market, slowing down the 
almost year long breakneck pace. 
The strike has almost flooded the 
northern California area with lum- 
ber which otherwise would have 
been marketed in southern Cali- 
fornia. 

Fir has stabilized in price after 
a drop of $7 and spokesmen for 
the industry report mills are be- 
ginning to show willingness to 
accept counter-offers for firm 
orders. 

Unseasonably cold weather, with 
snow, rain and ice in the woods, 
has tended to slow down mill 
production. Rain in the San Fran- 
cisco Bay area which halted con- 
struction has also resulted in a 
slowdown in orders. 


Grays Harbor Lumber Firm 
To Quit; Liquidate Assets 
TACOMA The effect of un- 


favorable weather upon log produc- 
tion is beginning to be felt in this 
area. Some camps have shut down. 
Others, though still in operation, 
have been forced to halt log ship- 
ments owing to impassable roads. 


Name However, mill operations have not 
Company been seriously affected, since most 
plants have ample supplies for 

Street current requirements. 
City State Officials of the Bay City Lumber 
Co., which has been operating on 
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Grays Harbor for 43 years, have 
announced liquidation plans and 
will shut down when the present 
log supply is exhausted. Suspen- 
sion has been approved by the 
company’s stockholders. Manager 
Clarence W. Erickson has been ap- 
pointed trustee in dissolution. 

The announcement said the com- 
pany has been dependent in recent 
years upon public timber and that 
the increasing prices for public 
stumpage and open market logs and 
the long haul to the mill, coupled 
with an adverse market, compelled 
the decision. Independent contrac- 
tors have carried on the firm’s log- 
ging operations. 


Kansas City Orders Siow; 
Mill Prices Holding Firm 


KANSAS CITY — Lumber pro- 
duction and sales in the southwest 
in the early part of this month were 
at their lowest levels of the year. 
Mills reported new orders had dwin- 
dled to a dribble, that output had 
been adversely affected by the 
weather and the curtailed move- 
ment of supplies from the small 
mills to the concentration plants. 

On the other hand, retailers were 
starting to take inventory and 
weren't inclined to order until after 
the first of the year. It was ob- 
served, however, that in those cases 
where inventory-taking had been 
completed mills promptly received 
inquiries as to prices and delivery 
dates, as efforts will be made to 
replenish bins. 

Order files of mills are down to 
their lowest mark of the year and 
shipments have exceeded sales in 
the last two weeks for the first time 
this year. 


Baltimore Market Firm; 
Weather Lifts Fir Prices 


BALTIMORE The southern 
pine market continues very strong 
here, although there have been lit- 
tle changes in either price or de- 
mand. Dried roofers still bring 
around $89 per M, while the 8” 
dried pine is being purchased for 
as much as $93 per M. 

Fir has finally snapped out of 
its nosedive of the past six weeks, 
and prices have advanced from $4 
to $7 per M. This is generally 
attributed to the extremely ad- 
verse weather conditions on the 
west coast which have forced 
many mills temporarily to shut 
down. With fir production thus 
cut, supply and demand have tend- 
ed to equalize thereby putting a 
more firm foundation under the fir 
market. Fir dimension currently 
is bringing around £77 per M, 
mill. 
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Lumber Prices at Press- Time 


The following index is intended merely as a check on buying practices. |t is a compilation 
and average of mill prices at press time and should not be considered a: current on the day 
the magazine is received. The prices should be useful in following mariet trends and as a 
check on purchases made approximately ten days before receipt of the magazine. 


DOUGLAS FIR 


Vertical Grain Flooring 
B&Btr. 
.. 170.00 


Fiat Grain Flooring 


EE rt ocd nw weuikdb ob bed nee 
bi ceaa tee a 165.00 


Drop Siding 


Ixé (Pat. ty} ; 160.00 
ind (Pat. 116 .. 160.00 


Ceiling 


D vss .» +. 125.00 
a vee 115.00 


Boards and shiplap and 2" (Green) 
x6 \x8 

No, | a 68.00 67.00 
oa 2 es ..63.00 65.00 
Ph. Bioveess ’ 56.00 


Ne. | Dimension 
12’ 

2x 4 76.00 

2x 6 75.00 

2x 8 77.00 

2x10 77.00 

2x12 75.00 


No. 2 Dimension 


70.00 
No. 3 Dimension r/i only 
2x 4 
2x 6 
2x 8 
2x10 
2x12 
(Add $10 for dry lumber) 





RED CEDAR SHINGLES 


Royals 
No. | 24" 4/2 16.00-16.25 
No. 2 24" 4/2 9.50-10.50 
No, 3 24" 4/2 5 


Perfections 


No. | 18" 5/24 
No. 2 18" 
No. 3 8" 


xxXxKKX 
No. | 16" 5 11.00 
No. 2 16 
No. 3 16 5/ 4 


12,25-12.75 
6.00-6.50 
4.00-4.25 





WESTERN RED CEDAR 


Prices for Western Red cedar siding in 
cars, new bundling, 5° to |6" are: 
Beveled Siding, '/, inch 
Clear 


Y by 4 inch......... . 100.00 
Y% by 5 inch... voosaue ae 
i; by 6 inch eevee tt5.00 
i, by 8 inch..... ... 150.00 
Clear Bungalow Siding, % inch 
8 inch 
10 inch 
12 inch 
Finish, B and Btr, $2 or 45, 
6 to |6' or Rough 
Ix 8 
1x10 
ix!2 


Ceiling or Fieoring, 8 and Btr. 
v te ne or Longer 


Cc D 
125.00 100.00 
125.00 100.00 
odd lengths. 
Series 8,000 
Listing under 4.00—list plus 35%, 
Listing 4.00 and over—list plus isy, 
Clear Lattice, 5/16" x 1%"—3" to is 


100 lin. ft. ... 1.50 


BuILDING Propucts MERCHANDISER 


WESTERN PINES 
Ponderosa Pine 
5/4 RW 
and 
4/4 RW 6/4 RW 8/4 RW 
275.00 290.00 290.00 


C&Btr, RL 
Shop, $25 
No.1 


$/4 .. , . 142.00 
oe ee 144,00 


Commons, $2 or 45 


Ix 8 RL 
Ix!2 RL 


Idaho White Pine 
Selects $2 or 4S 


C&Btr, RL 
DP We tsvikevs 
Commons, $2 or 4S 
OS Gee 
1x2 Saar 
Sugar Pine Selects $2 or 4S 
4/4 RW 5/4 RW 6/4 RW 
B&Btr. ; 00 280.00 285.00 
C RL J d 280.00 
i Mer Ab bibs dcenve dian . 230.00 
Shop, $2S 


5/4 
6/4 





Clear Plain 
Mxl', Vox? Youll, 
White : , 180.00 185.00 150.00 
Red i 185.00 170.00 
Sel Plain 
White 173.00 ‘ 160.00 
Red . 175,00 ; 160.00 
#! Com. 


White _. 185.00 158.00 152.00 
Red .. 185.00 158.00 152.00 


#2 Com. 
Pin. White & Red.102.00 105.00 85.00 


#1 Com. & Btr. 
Shorts 


"7," a0 eoene SOR 





SOUTHERN PINE 


Vertical Grain Flooring 
B&Btr. 
PY oni 230.00 
Flat Grain Flooring 
1x4 


Drop Siding 


Ix6 #2106 
ix6 Z116 


Boards & Shiplap 


1x6 
No. | (D grade) 120,00 
No, 2 83.00 
No, 3 72.00 


No. | Dimension (Dense) 


2x 4 
2x 6 
2x 8 
2x10 
2x12 130.00 

No. 2 Dimension (Dense) 
2x 4 95.00 95.00 
2x 6 86.00 90.00 
2x 8 4 
2x10 9.00 
2x12 J 6.00 


No. 3 R/L Only 
2x 4 
2x 6 
2x 8 
2x10 
2x12 . 
All prices based on kiln dried stock 


REDWOOD 
Bevel Siding 


Clear All Heart 
Clear All Heart...... 
Clear All Heart... 
Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All 

. Clear All 


Note: A grade V.G. Redwood Siding $5.00 less 
for 4, % and % in above sizes, 


MMMM KK 
NO@eO@c oo. 


D®HOHOHHODO 


<<<<<<<<<< 


Anzac Siding 


Ix!0 V.G. Clear All Heart 
ix!2 V.G. Clear All Heart,..... 
Note: Deduct $15.00 for A Grade, 


Finish 


Ix 4 Clear Heart $4S 
Ix 6 Clear Heart S4S 
Ix 8 Clear Heart S4S 
tx!0 Clear Heart S45S.. 
ix!2 Clear Heart S45 





WESTERN HEMLOCK 
Vertical Grain Flooring 


B&Btr. Cc 
x4 135.00 130.00 


Flat Grain Flooring 
\x4 


Nrop Siding 


x6 {rere #106).... . 135. 
1x6 (Pat. $116 d 145.00 


Ceiling 
i ace 110,00 105.00 
WOU: as 008 115.00 110.00 


Boards and Shiplap and 2" (Dry) 


1x6 1x8 1x10 
No, | -see+7400 76,00 75.00 
No. 2 or 69.00 67.00 
No, 3 60, 52.00 52.00 


No. | Dimension 


2x12 


No. 2 Dimension 
12’ 

82.00 82.00 

82.00 82.00 

82.00 82.00 

x 82.00 82.00 

x! 82.00 82.00 


No. 3 Dimension r/I only 
2x 4 
Ze 6 
2x 8 
2x10 
212 





ENGELMANN SPRUCE 
Boards and Shiplap (dry) 


x6 1x8 1x10 


No, 2Btr. .. 100.00 105.00 103.00 
No, 3&Btr, 7900 8400 87.00 


No. | Dimension 


Mills are now grading boards No, 2 and 3 com 
man. , ile do not grade out Ne. 3 dimension 
es in ‘. 
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Solid Braided Sash Cord 

King Cotton solid braided, 100% 
Nylon cord is said to be one of the 
toughest, long-wearing general pur- 
pose cords available. Claimed to be 
unaffected by mold, mildew, gasoline, 
oil, fresh or salt water, hot or cold 
weather conditions and also wear and 
abrasion resistant. Highly recom- 
mended for window sash, door balance, 
small boat anchor line, tie-down line, 
lawn furniture cording, tent and awn- 
ing line and general home, farm and 
ylant use. Size No. 6 and larger in 50’ 
1anks, 100’ hanks in tubes or coils. 
John H. Graham & Co., Ine., Dept. AL, 
105 Duane St., New York 8, N. Y. 


For more data circle No. 1 on coupon, p. 56 





Arbor Unit 


Arbor-held tools of 5/16” diameter 
used in work requiring a high degree 
of precision now can be fitted with a 
new heat-treated arbor that is ground 
to extreme accuracy, it is said. The 
manufacturer claims greatly increased 
performance quality and strength re- 
sult when tools are fitted to the new 
part. Specifications include a shank 
ground to 4” diameter for a distance 
of %”". Price & Rutzebeck, Dept. AL, 
22150 Meekland Ave., Hayward 35, 
Calif. 


Vor more data cirele No. 2 on coupon, p. 56 


Western Reserve Colors 

Three new Western Reserve colors 
have been included in the Synthetic 
Latex line of Dutch Standard wall 
charm satin finishes, it is announced. 
The new colors are: Sandusky Tan No. 
819, Creston Gray No. 818 and Am- 
herst Tinge No. 817. Wall Charm is 
said to dry in less than one hour and 
can be applied by paint roller or 
brush. Wall Charm satin finish is a 
self-sealing paint that needs no prime 
coat and can be used on any type of 
wall surface. The Harrison Paint & 
Varnish Co., Dept. AL, Box 870, Can 
ton 1, Ohio. 


For more data circle No. 3 on coupon, p. 56 
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Accent Lighting 


Inspiration-lighting, as developed by 
the as Light Div. of Thomas Indus- 
tries, features localized accent light- 
ing, as well as general illumination. 
One way to accomplish this, says the 
manufacturer, is with the use of 
smartly styled recessed fixtures, which 
illuminate kitchen work areas, Ac- 
companying photo shows the compact 
square unit (M-5606), said to be easy 
to install in remodeling or in new con- 
struction. Thomas Industries, Inc., 
Dept. AL, Louisville, Ky. 


For more data circle No. 4 on coupon, p. 56 





Super-Duty Trucks 


The new B-80 line of Mack Trucks, 
designed especially for heavy construc- 
tion and other rigorous duties, in- 
cludes 11 models. These super-strength 
models have large section heat-treated 
alloy steel frames which are double- 
channeled from end to end. On long 
wheelbases, heavy fishplating is avail- 
able where required. All have exposed 
radiators with bolted top and bottom 
tanks and extra strength flat top fend- 
ers which can be used as safe, steady 
working platforms. They include both 
four-wheeled and six-wheeled types 
with choice of gasoline or diesel pow- 
erplants and a variety of multi-speed 
transmissions. Special optional equip- 
ment includes: power steering, air 
assist clutch arrangement and the new 
Mack exhaust brake. Mack Trucks, 
Inc.. Dept. AL, 350 Fifth Ave., New 
York, N. Y. 


For more data circle No, 5 on coupon, p. 56 


Vinyl Threshold 


Newest addition to the M-D line of 
aluminum thresholds is the AP 3%” 
with vinyl insert. Available in sturdy 
extruded Alacrome, the new M-D 
threshold features a tough vinyl! insert 
that can be easily replaced when nec- 
essary. The M-D AP 3%” Threshold 
is 3%” wide overall, 4%” high to top 
of threshold with overall height of 4” 
including vinyl, and 2%” wide across 
top. There is %” bevel at bottom of 








NEW Bee hS 


door made in the direction of closing. 
M-D also offers the AP 118 in Ala- 
crome, which has the same dimensions 
and characteristics as the AP 3%” ex- 
cept that it measures 1%” in height 
for deep-pile rugs. Both styles are 
available in all standard lengths. 
Macklanburg-Duncan Co., Dept. AL, 
Box 1197, Oklahoma City 1, Okla. 


For more data circle No. 6 on coupon, p. 56 
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Squire Garage Door 


Squire, a new garage door made of 
heavy-duty zinc-coated steel, is de- 
signed so that it can take a thousand 
different color and pattern designs. 
Raised panels, plus clean architectural 
design, is said to make it practical to 
paint this door in patterns harmoniz- 
ing with every residential design from 
colonial to contemperary. Appliques 
in squares, diamonds, circles or ini- 
tials are available at a small cost. 
Squire garage doors are available in 
8 x 7,9 x 7 and 16 x 7 sizes, only. 
Taylor Made Garage Doors, Dept. AL, 
19800 Fitzpatrick, Detroit, Mich. 


For more data circle No. 7 on coupon, p. 56 





Slimfold Doors 


A new line of steel folding doors de- 
signed for homes, hotels, schools and 
commercial buildings is said to fit 
any door frame, either standard six- 
foot-eight or eight-foot ceiling height, 
and close flush with the outside door 
frame. Slimfold Silent Steel folding 
doors are available in two standard 
finishes; can be painted to match trim, 
or papered. The silent doors, backed 
with a sound deadener, can be installed 
easily in a matter of minutes with only 
a screw driver. American Steel Door 
Co., Div. Ternes Steel Co., Dept. AL, 
11148 Harper Ave., Detroit 3, Mich. 


For more data circle No. 8 on coupon, p. 56 
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any additional parts. The present Sky- ; @ 
louver is still available. This features 


S 
v 


al’ 2 2 ie olystyrene louver, 
providing 45° x 35° shielding. Electro A 
Silv-A-King Corp., Dept. AL, 1535 S. le QO 
Paulina St., Chicago 8, Ill. o] Nie Tele). 


Luxury Crystal Knobs For more data circle No. |! on coupon, p. 56 


The clean, generously proportioned 
lines of these handmade luxury crystal 
door knobs are in keeping with the 
current trend to the dramatic. Used in 
conjunction with all motifs for em- 
phasis on a single, important door, or 
for complete interiors, Available with 
matching drawer knobs, in miniature, 
when desired. Supplied in bubble and : : 
clear designs eal fn brass and chro- Stazin Expansion Shield 
mium trim finishes. Solid brass ros- Stazin expansion shields have new- —~ & 
éettes. Knob diameters, 2” and 2%”. ly designed threads that bear com- Sa On 
Threaded for use with regular tubular pletely on the root diameter of the lag 


type latches. Metallon Products, Inc., screw, reducing friction for easier in- 
Tegco Div., Dept. AL, 2050 E. 48th St., stallation and producing greater hold- 
Los Angeles 58, Calif. ing power. Made for use with lag 
For more data circle No. 10 on coupon, p. 56 screws in stone, concrete, brick and 
virtually all kinds of solid masonry, LL/ING DIOR ARRDWARE 
Stazin has many applications and is ; ; 
Poly-cube Louver widely used for fistalling service or all your rolling door ne eeds 
A thinner, lighter feeling has been knobs and service screw hooks. Stazin 
achieved by a newly designed %” expansion shields are precision cast 
Poly-cube polystyrene louver basket, of 100% rustproof alloy composed of 
providing 45° x 45° shielding. The zinc, copper, aluminum and mag- 
Poly-cube louver will be featured in nesium. Use of platings or protective 
many of the manufacturer’s fluores- coatings is not required, Star Expan- 
cent lighting fixtures. This additional 8100 Bolt Co., Dept. AL, 142 Liberty 
Skylouver series is designed for either St., New York 6, N, Y. 
pe sndent or flush mounting and ean For more data circle No. 12 on coupen, p. 56 
be continuous row mounted without (continued on next page) 
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What's Your Answer? 


What’s Your Score? 9 or 10 correct: Excellent! 7 or 8: Good. 5 or 6; Fair. 


Here’s an easy way to check your retention of the information contained 
in this issue, Use the questions, too, as a quiz in your next sales meeting. 
Both editorial features and manufacturers’ advertising are represented in 
the questions below. For the answers, see page 52. 


1. What percent of people owning homes valued in the $12,000-$15,000 
bracket, handle home-improvement jobs in their spare time? 


Who manufactures Aristoflex-Confetti? COST-SAVING | 
. . . ° " 9 P ‘ . Complete packaged 

What is a “creative inventory” said to give you the widest possible Chailenger set 

base for profitable merchandising? rt 

hardware & track, 


What company makes Winnebago Doors? for a 2 ft. pocket 


: : P : Get door is only 
How does Seattle dealer, Hansen Lumber Co., easily and quickly, keep > 70 list! 
: all the $2.70 list 
a record of daily sales—cash, charge and sales taxes; total of cus- 


: facts, today. 
tomers served; and day-by-day total of accounts receivable? — 
Write Dept. L-12 


Who offers you Anco Pallet Trucks on a money-back guarantee? 


What was the outcome when Michigan dealer, Duncan Lumber Co., General Offices: 
had an advertising agency analyze its advertising program? 807 NW. 20th St., Miami, Fo da 


Where can you get complete working blueprints for an island display 
fixture specifically designed for building materials dealers? 


te i 
What lures customers to the Channel Lumber Co. operation in Spring- Southwestern Division: 3515 W. Dallas $1., Houston, Texos 
field, N. Y. | Western Division: Me. Temple City Blvd., £1 Monte, Colifornia 


| Meal Screen Division; 278 H.W. 27th St., Miomi, Florida 
[ 10. What company advertises Har-Vey Rolling Door Hardware? | ieee aie Be marae i 
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Folding Closet Door 


Amweld’s new folding closet door 
units are available in 3’, 4’ and 5’ 
widths in both standard height, 6’8”, 
and king-size height, 8’, and are fin- 
ished in a flat prime gray over which 
additional paint or paper can be ap- 
plied. The 6’8” unit can also be ob- 
tained in birch finish. Amweld’s fold- 
ing steel closet door unit consists of 
four panels hinged in pairs and, when 
open, offers the ultimate in utility, per- 
mitting full access to the closet. The 
American Welding & Manufacturing 
Co., Building Products Div., Dept. AL, 
Warren, Ohio, 


Vor more data eivrele No. 13 on coupon, p. 56 


Cle-Lad Ladders 


A new line of Cle-Lad mechanic's and 
electrician’s ladders, reputed to safely 
support two workers, is announced. 
Constructed of top-grade Sitka Spruce 
or West Coast Hemlock, the new lad- 
ders have reinforced steps on the front 
and sturdy treated-hickory rungs on 
the back, These ladders have four 
legs of uniform proportions which are 
said to lend greater stability to both 
one and two-man operations. A pail 
rest can be added if desired. Cle-Lad 
ladders are available in 3’ to 20’ sizes. 
The Cleveland Ladder Co., Inc., Dept. 
AL, 18921 Aspinwall Ave., Cleveland 
10, Ohio. 


For more data circle No. 14 on coupon, p. 56 


Rolling Door Hardware 


Washington Aluminum Rolling Door 
Hardware is available in two track 
types. The first has a built-in plaster 
ground, which permits laying the sheet 
rock or plaster to the edge of the 
track, This makes a very solid installa- 
tion as plaster board and track become 
a supporting part of the door frame, 


52 


it is said. The second type comes with 
a built-in facia strip. Both 1 are 
available for %”" to %” and 1” to 1%” 

by-passing doors. Doors can be vg tl 

from both tracks for painting or clean- 
ing without removing the hangers, but 
are completely anti-jump while in op- 
eration. Tracks are made from extra 
heavy, high tempered aluminum. 
Washington Steel Products, Inc., Dept. 
AL, 1940 E. 11th St., Tacoma 2, Wash, 


For more data circle Ne. 15 on coupon, p. 56 
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No.-500 Pocket Frame 

The new Grant No. 500 series pack- 
aged sliding door pocket frame is now 
available and can be installed in less 
than 20 minutes, it is claimed. 
Equipped with Grant No. 7000 Series 
Hardware, each door rides on eight 
wheels, Doors of any thickness from 
%” to 1%” may be accommodated. 
Any door height from 6’6” to 6'8” or 
door width from 2’0” to 3’0” may be 
used. The Grant No. 500 pocket frame 
will support a door weighing up to 
100 pounds. Grant Pulley & Hardware 
Corp., Dept. AL, 31-85 Whitestone 
Parkway, ‘lushing 54, N. 


hor more data cirele No. 16 on coupon, p. 56 


Trac-Lift 50 


A new heavy-duty fork lift truck, 
the Trac-Lift 50 speeds up loading and 
unloading, stacking and _ transport- 
ing of lumber at the mill or at the 
yard. Handles up to 5,000 pounds with 
ease and efficiency, operates on rough 
unpaved areas and has a high (11”) 
underclearance, plus exceptional pow- 
er and traction, it ig said. Trac-Lift 
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50 is built around the International 
Harvester 300 utility motor and 
chassis. Features include: power steer- 
ing; hydraulic operated clutch and 
prakes; 136” outside turning radius; 
lifting height up to 10’ (additionai 
heights available); power tilt of tower 
forward 4° (additional tilt available), 
vackward 10°; 5 speeds forward, 1 
reverse; 20 mph road speed. Piper and 
Paine, Dept. AL-21, Nunda, N. Y. 


For more data -‘eele No. 17 on coupon, p. 56 





Dennix Legs 


The new do-it-yourself legs of 
Northern hardwoods announced by 
Dennix are available in seven sizes. 
New sizes recently added include 9 
and 18” legs; heavier model TW legs 
with 1%” tops are being supplied in 
the 16”, 22” and 28” sizes. All Den- 
nix legs are supplied complete with the 
new patented steel bracket for inter- 
changeable straight or flare-leg 
mounting. The seven popular Scale 
now include: 6” 9”, 12”, 16”, 18”, 
22” and 28” sizes. Dennix Products Co., 
Dept. AL, 78 Fifth Ave., New York 
7 he SS 


For more data circle No. 18 on coupon, p. 56 





What's Your Answer? 


Answers to Questions on p. 51 


. 63%, according to the article, $12 Billion 
Market, on page 12. 


Mastic Tile Corp. See ad on page 11. 


. An inventory that lists everything you have 
to sell IN ADDITION to materials. See 
editorial on page 20. 


. The Combination Door Co., whose ad is on 
page 15. 


With a modern cash register, as explained 
in article on page 24 


Anthony Truck Co. See ad on page 45. 


. Following the agency's recommended 
changes, the firm saved $4,500 in advertis- 
ing costs and increased its sales with a 
more selective, concentrated ad program. 
Article begins on page 36. 


American Lumberman, see coupon on page 
48. 


. A super mart type of operation with night 
and Sunday store hours; self-service, ade- 
quate space for easy parking and widely 
diversified stocks. Article appears on page 
28. 


American Screen Products Co., whose ad 
is on page 51. 
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Folding Door 


Closur-Dor, a new folding door, is 
non-rigid and fits up to a 32” x 80” 
opening. The door is electronically 
heat-sealed and has a steel leading 
edge with a security latch. Complete 
instructions and all necessary hard- 
ware for easy installation are con- 
tained in each package, This full-size 
door comes in an attractive floor dis- 
play and takes up less than three 
square feet of display space. Closures, 
Inc., Dept. AL, 533 East Forest Ave., 
Detroit, Mich. 


For more data circle No. 19 on coupon, p. 56 


Bright Star Flashlights 


Bright 


eye-catching 
plays, designed 


Industries announce 
counter flashlight dis- 
specifically by Ray- 


mond Loewy Associates to spur im- 
pulse sales and pickup buying. A four- 


light Bright Star 
diser displays 


flashlight. 


counter merchan 


New Car Hue 


three-light merchan- 


diser displays the chrome finish Bright 


Star. Also 


Flashlight 


is a Bright Star 
Package No. 1, 


SS 


Fasco Cab-Vent 


Passes new cabinet ventilator, the 
Fasco Cab-Vent, offers three speeds 
(high, medium and low). At high rat- 
ing, Cab-Vent is said to deliver enough 
airflow for summer cooling. All install- 
er does is place the unit, Model No. 
1065, in a cabinet, scribe a line about 
the housing, remove the vent and cut 
a hole anywhere within the scribed 
area. The vent and cover are rubber 
mounted and felt sealed across the 
back. The unit is easily adapted for 
exhausting from ceiling or soffit and 
under cabinet. Cab-Vent takes only 
14” x 8”. An unique grease trapping 
method that actually pumps grease in- 
to a removable grease cup makes clean- 
ing less frequent. Fasco Industries, 
ine., Dept. AL, 255 N. Union St., 
Rochester, N. Y. 


For more data cirele No, 25 on coupen, p. 56 


Sectional Stackshelves 


Sec tional stackshelves are individual 


helf 


vithout 


easily 


stack and interlock 
bolts. Each can be 
and rearranged to 


suit user’s convenience. Stackshelves 


are made 
with a 


of heavy gauge sheet steel 
enamel finish, they 


have an all-welded construction, Indi- 
vidual stackshelves can be made in a 
variety of depths and heights. Widths 


are standard 
varying 


so that units of 


and heights can be 


tacked to fit user’s requirements. All 


units 


furnished 


backs and can be 


dividers. Stackbin 
rp., Dept. AL, 1175 Main St., Paw 
tucket, R. I. 


tor more data circle No, 24 on coupen, p. 56 


which offers a total profit on package Cc 
of 38.4%. Bright Star Industries, Inc., 
Dept. AL, Clifton, N. J. 


For more data circle No. 20 on coupen, p. 56 


Folding Leg 


A new idea for do-it-yourself fans 


Packaging Sells Rope 


Manila rope is now being packaged 
in measure-marked _ self-dispensing 
cartons, where every ten feet a marker 
tells where the rope should be cut for 
desired length. Coils approximately 25 
lbs. in weight are available in dia- 
meters of 4", 5/16”, %”, %” and % 
in this type of self- dispensing carton. 

Called Junior Coils, they are said to 
offer a new way to sell rope. Super- 
Tuff Manila rope is also being pack- 


who want to make their own tables for 
card playing, ping-pong, picnic and 
dozens of other uses where the store- 
away type table is desirable is an- 
nounced. The firm’s idea is a folding 
leg which mounts easily on new or old 
table tops. It locks in closed and open 
positions with just a slight movement 
and each leg supports more than 200 
pounds, The leg is rubber-tipped to 
protect floors and rugs and is made of 
strong %” rustproof steel with an 
aluminum alloy cast mounting bracket, 


aged in 50’ cellophane-wrapped pack- Available in two colors — gleaming 
ages. This package comes in three brass or the popular wrought iron 
rope sizes and in four units. The char-black, Legs are 28” high and are 
Thomas Jackson & Son Co., Dept. AL, packed four to a set and six sets to 
Reading, Penna. a carton. Jondoniec, Inc., Dept, AL, 224 
West 7th St., St. Paul i, Minn. 


For more data circle No, 25 on coupon, p. 56 


For more data circle No. 21 on coupon, p. 56 


Matching Display Unit 


A companion to the original assem- 
A twin blower kitchen ventilating ble-it-yourself Great Lakes sisle dis- 


Kitchen Ventilating Fan 


fan designed for ceiling or kitchen play unit is a handsome matching wall 
cabinet installation or for use with a : 7 init. Like the earlier unit, it has eight 
Berns Air King Push-A-Matic ventil- basic parts which can be assembled in 
ating range hood is one in a new series minutes without bolts, nuts, screws or 
of such fans recently made available y ® gg eg be madag Bo te. reg fenth 
by the manufacturer. The fan, which ' Pa “4 ee ae orb in ce 
features a dual blower, delivers 420 irom ad at aig eye ¢ 12 at = 
cfm at discharge. It is available with maT it tw y rye nay Se Gt — 
a filter and comes in anodized alumi- Vall UNIT, LWO OF ThCM, DECK LO DACK, 
num (cat. No. TB2) or copper (cat. make a perfect aisle display center for 
No. TB2N) finished grill. Both grill open selling. Greet Sara a 
and filter snap out for cleaning. Berns Chie 12. Mil 4, 240 . Ohio Bt., 
Manufacturing Corp., Dept. AL, 3050 uCago ta, Atl. 

N. Rockwell St., Chicago 18, Ill. 


For more data circle No. 22 on coupon, p. 56 


bor more data cirele Ne. 26 on coupon, p. 56 


(continued on page 56) 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 
Rates. 


1 Time —20c per word for each insertion 
Minimum charge of $1.00 per line. 


Re per word for each consecutive 
insertion. Minimum charge of 75c 
per line. 


Add $1.50 per insertion for blind ads bearing 
box number. 


No agency commission or cash discount 
allowed. 


All ads for classified section must be in Pub- 
ilisher's office 14 days pesseding date of publi- 
cation. Advertisements are in uniform 6 
point style. 
allowed, 


Replies forwarded without additional charge. 
Count five words to a line and when less are 
specified or used, regular line rate is charged. 


When answering box numbers or mailing copy 
for ads address them to: 

AMERICAN LUMBERMAN, INC. 

139 N. Clark St., Chicago 2, Ill. 


3 Times — 


No cuts or ya. # borders 





HELP WANTED 





WANTED: Managers. Several openings avail- 
able for men with right qualifications to man- 
age lumber yards in Upper Midwest. We are 
looking for sales- ener ces — ~ men 
who are biti 

sation te mere iti - quali- 
fications. These career positions include op- 
portunities for advancement, Profit a P 
and insurance with 
a large, firmly Please 
inclu t of your experi- 
ence, qualific data with 


























HELP WANTED 





Leadi eweee lywood manufacturers. 

i sales at ae in Los Angeles early 
New Year, require any man to generally 
assist in running and developing the iness. 
Excellent prospects. Write in c mce stat- 
i age. _experience. onary, ote. Box Number 








We have a m for an 
Reimectuedd ed portacabiy y Pevith some 
sales experience. The work would be largely 
residential with, of course, the usual per- 
centage of semedetng, and light commences. 
Address Box J-40 Inc 











Wapteds > ey estimator by established 
s in architectura woodwork. 
Must “* t and Give full 
particulars as ‘to age, eee availability 
and salary expected. 
R. E. Richardson & Sons, Inc. 
Box 5086—Richmond 20, Virginia 





Wanted: Estimator experienced detail mill. 

work, prefer with knowledge Cost Book “A” 

3 some ) shop ,trewing. oe Address Box 
inc 








MILLWORK — 2 DETAILERS & BILLERS 
1 ESTIMATOR 


Ap licant must be tent, d dabl 





SALES REPRESENTATIVES 
WANTED 





Active Metal Moulding Salesman 
Full time or side line. To call on lincleum— 


Representatives for advertising agency estab- 
ed 37 years. Call on lumber deale 
New York, New Jersey and some New 
a aoe SS gn? ad or 
executives ary. 
| pe Gdaces Box J-23 A i 
inc 


tT 1, 





MANUFACTURER'S AGENT 
to handle line of nationally advertised putties. 
glazing and caulking compounds. Several ex- 
cellent territories gy Inquire Box J-49 








Mw. 4 ’ tenti: 





7 s with estab- 
lished wede among retail lumb i 
building supply firms, etc., to represent lead- 
ing manufacturer of interior shutters, louver 
doors, and allied products. State territory, all 
pertinent details. 

DECOR OF GRAND RAPIDS, INC. 

1555 Eastern Ave., S.E. 

Grand Rapids. Michigan 








WANTED — RAILS 





experienced in architectural millwork for 
schools. hospitals, churches, public and a“ 





yous application FH “Box H-24 A 
umberman, Inc. 


Wholesale Lumber Firm with offices in Dayton, 
Ohio, desires to employ young man under 35 
with good knowledge of the lumber business. 
Excellent opportunity for man with ambition. 
Good salary. Very little traveling. 
‘ ply in own hand yon: Beg personal 
history, education and experience background. 
Send picture. 


Address Box G-53 Ameri _— 





WANTED: By a well. a fast- -growing 

Midwest | turer 

An experienced lumber AR... (25-40 

tnd of age) to call on retail dealers and 
dustrials in a well-established Southern 
Michigan tesstery. Top mill connections in 

both ftwoods at Mardweods, This is a 

wonderful opportunity. Our sales commission 

f 





plan can mean 
man whe can prod Includ 

tion with regard to pocpenes histo educa- 
tion, and experience background i in Aret letter. 
Address Box H-55 American Lembeomen. Inc. 











MANAGER 

RETAIL LUMBER YARD 

IN SOUTH FLORIDA 
Cooumse of ~ Ene climate and year round 
sunshine, people are urin nt th 
Florida . . . The place is ~—— & Ree. There. 
fore we are expanding and van young men 
experienced in managing a retail Lumber 
Yard. lf You want to live in South Florida and 
manage a Retail yard for a well 


ork- 
ing conditions, —- " air-conditioned ian. 
Excellent opportunity with a large and 
estabished manufacturer (since vy 
experience. availability, salary. age. 

is no barrier if in good healt . ‘AN pt 
held in strict confidence. 


The Kaaz Woodwork Co., Inc 
Leavenworth, Kansas. 





Lumber & Building Material Salesman. Dratft- 
ing and Estimating ability—contacting Con- 
paneer Leads y= aaty Right man 
t later. Our ppemezece 
know chout this ad. Write Box ]-53 Am 
)— — ee giving full details and salary 
red. 








Well Established _ eezos Wholesale Lumber 
poncere backed by 100MM ft. own production 

Tone Davenport-Rock Island-Moline 
a and expenses until established. 
profit eas afterwards. Pension program, 
group insurance available. Must have own 
automobile. Write full particulars conce 
backgrouad, availability, etc., to Box J- 
A Lumb Inc. 








SITUATIONS WANTED 





T b " 4 





firm which can offer you security with oppor- 

tunity for further advancement, write in com- 

plete detail as to your past experience, per- 

sonal information and present position, also 

bry oe a recent ,crotoorens. Address Box 
ne 








Custom Planing Mill desires youn —— = 

om business, selling. taking off io 
eisEel tails. State salary. BUMILLER 

MEE IECK, 2537 Natural Bridge, St. Louis 


WANTED: Experi d millwork 
salesman to call on wholesale y+ K. and 
distributors. Age to 50 years. Salary: 
Commission: and Bonus. Traveling « 
Mention 





paid. Life and health insurance. 
experience; qualifications: salary desired. Old 
established manufacturer. Address Box |]-47 
American Lumberman, Inc. 
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on a 

from present location. Now ed in = ~ 
saling in Oregon voowouy 1S y years in own 
retail + in midwest. Able to manage and 
invest ration. = 40. Address Box J-24 
Keeodean umberman., Inc. 





BOOKKEEPER 
Have preference for distribution yard, whole- 
sale or some manufacturing. — consider 
any vacancy. Desire aoe ting. Familiar 
lumber terms. Been se joyed some time, 
refer otherwise. Middle 4 Address Box 
colle American Lumberman. 


Man under thirty. with above average intelli- 
gence, and pleasing personality. Capable of 
acme 5 more money for you. Desires position 

or « yard . Ad- 
en Box J-54 Ameri Inc. 








RAILS. New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kiln Trucks, in stock 
$6.00 each. 
M. K, FRANK 
4@U Lexington Ave., New York 17, N. Y. 





BUSINESSES WANTED 





Wanted: Lumber and Building Supply business 

in growing suburban communitv th oppor- 

junty to expand. Address Box J-55 American 
rman, Inc. 





BUSINESSES FOR SALE 





SOUTHERN CALIFORNIA LUMBER YARDS 
FOR SALE 


Advise amount you wish to invest: also see 
our ad in previous issues. 
Twohy Lumber Co., Licensed lumber yard 
brokers for over 40 years. 714 W. Olympic 
Bivd., Los Angeles 15 


FOR SALE Profitable lumber and building ~~ 4 


Y 
center of the most productive farming area in 
Northern Illinois. Complete stock. Business 
has Jarge farm pickup trade. Business is clear. 
No opportunity for 
etic man. * 3 Box F-24, American 
foubemean. Inc. 











FOR LEASE 
Long established retail yard. Eastern Michigan 
industrial city. Excellent buildings. location 
and profit record. Will take 000.00 to 
handle. Owner has other interests. A_ real 
opportunity. Address Box J-28 American Lum- 
berman, Inc. 





For Sale: Fast age J lumber and building 

material business. Complete stock plumbing. 

hardware, fi paint, ber, etc. Trucks 

and all equipment. 

two Wilt nal gr To in Kansas City, Kansas. $49,000. 
fie ease buil dings and jens Address 

Bon 











FOR SALE Retail tguies and Coat Yard in 
rthern tucky. Conveyors to 
Ge tak sry Rddvess 


table yard. V Rg 
Box J bart he 





December 26, 1955, AMERICAN LUMBERMAN AND 








BUSINESSES FOR SALE 





GOOD GOING LUMBER, FEED & COAL YARD 
in good farmers’ village in Southeastern Wis- 
consin—?‘ain Building 155’ x 32’. Stoker Fur- 
nace, toilet, large show-room, unload feed 
car rig st into building. Two l'/, ton blue 
streak mixers, 75 horse blue streak grinder, 
feed elevator. storage shed 207’ x 25’, lumber 
shed 207’ x 23’. Large corn crib. roofed drive- 
way, safe, scales, 2 trucks, coal unloader. 
Owner anxious to sell. For further information 
or appointment to see it, contoct H. E. Gilbert, 
Realtor, Elkhorn, Wisconsin, Phone PArkview 





FOR SALE: 3 to 4 men Cabinet Shop on 
San Francisco Peninsula. Building for lease. 
For further information contact Box J-52 Ameri- 
can Lumberman, Inc. 





BUSINESS OPPORTUNITIES 





WOULD YOU MAKE A GOOD WORKING 
PARTNER with two ambitious young men in 
Retail Lumber and Building Materials Busi- 
ness? Senior partner plants retirement. Chance 
to invest approximately $25,000 in old firm. 
Write complete qualifications. Southern Cali- 
fornia experience. Personal! information. Pres- 
ent position. References. Address Box J-32 
American Lumberman, Inc. 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 





DOUBLE YOUR INCOME from your news- 

er advertising by using our low cost 
“Timber-r-r’’ cartoons. For FREE proofs write 
to DAVID LILLY ADVERTISING, Box 167, Long 
Beach 1, California. 





LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 


Also 
Extension Ladder Rails 
Mouldings Cut Door Stock 
Millwork Blanks Step-Ladder Stock 
Inquiries answered promptly: 
Al Clements Lumber Co. 
. Box 
Eugene, Oregon 


Phone 6-2531 TWX EG-049-U 





USED MACHINERY FOR SALE 





We are changing to a 72” carrier and lift truck 
package and offer for sale 1 two year old Ross 
Straddle Carrier Series 70 model 6663-60" 
capacity. Price $2850.00 {.o.b. our plant. This 
machine is like new and a bargain at the 
above price. 
HUSS LUMBER COMPANY 
1350 West Fullerton 
Chicago 14, Ill. 





For Sale: 1 New Lawson Stacker 
2 Used Moore Dry Kilns 
Hayes Bros. Flooring Co. 
Calico Rock, Arkansas 


DEALER POINTERS-_ 


HOME SUPPLY 
> 


Medernistic Shape Makes 
Ideal Yard Lawn Sign 


Located on the highway in front 
of the Home Supply & Building 
Materials Co., Waukesha, Wis., 
this attractive sign draws atten- 
tion to the store. 

“It was designed by a profes- 
sional sign-maker,” says manager 
Adolph Schessler, “and we are so 
pleased with it, we are planning 
a contest among our customers to 
name the little handyman charac- 
ter. We plan to use the character 
as a trade mark in all of our ad- 
vertising.” 


Lumber Sample Board 


Actual pieces of common and 
finish lumber attached to the wall 
at the Arnold Lumber Co., Red 
Lion, Penna., is a great help for 
the do-it-yourself customer who 
knows what he wants, but can’t 
name it. 

Small tags in the center of each 
sample tell the details on the type 
of lumber and the price. The 
samples are mounted on the wall 
right across from the lumber serv- 
ice counter. 





FOR SALE 


We will be receiving new equipment from Ross 
and can offer for sale and immediate delivery 
two Model 10H Ross lift trucks at $4,175 each. 
Hydraulic side shift carriage 66°". Operator's 
guard. “* forks can be cut down to any 
desired width. Lift height 28°. Ross will cut 
down towers if a lower height is required for 
clearance, on the 28° pistons. Also available: 
One Model 5W Ross lift truck car unloader, 
lift height 9’ free lift, fork length 42°, stand- 
ard, with 60° extension. eavy counter- 
weights. Two lights for closed loading. Price 
$2.075 t.o.b. Chicago. 


HUSS LUMBER COMPANY 


1350 W. Fullerton 
Chicago 14, Ill. 
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~* 


ae : 
When answering advertisements please 
mention 


AMERICAN LUMBERMAN 


Pushbutton Service 


A big, electrically-operated horn 
speeds service for customers in 
the yard of E. H. Gerhart & Son, 
Jonestown, Penna. Pushbutton for 
the horn is installed on a brilliant 
yellow panel, and above it, bold 
black and red lettering advises 
customers; “For Service. Push.” 

yerhart says customers like the 
idea and are well pleased with the 
quick service the horn brings. 
Yard men have been instructed to 
give the horn-calls prompt atten- 
tion. 








SALES AIDS 


(begins on page 53) 





Pacemaker Rules 


Stanley’s new, low-cost Pacemaker 
pull-push steel tape rules are packed 
six in a red-white-and-black box which 
gives graphic emphasis to the rules’ 
features and which is designed for 
counter display. The 1200 and 3610W 
lines come in individual boxes with 
hang-hole flaps which fold upward to 
disclose guidance notes on the use and 
maintenance of the rules. Stanley 
Tools, Dept. AL, 111 Elm St., New 
Britain, Conn. 


For more data circle No. 27 on coupon, p. 56 


Rent ‘em—Sell ‘em 


Syncro announces it is now possible 
to rent its No. 900 Sander at $2. per 
day or sell the No, 909 at the national- 


ETE TOMO DV... 


ly advertised price of $39.95. Each day 
the No. 900 is rented deduct $2. from 
the “sell” price, Self-displaying, three- 
color “rent or buy” easel comes with 
attached pad of tear-off price sheets. 
Each time No. 900 Sander is rented, 
rip a sheet off and the “sell” price 
drops $2. No. 951-P “rent or buy” 
merchandise package comes with No. 
900 Sander and costs the same as the 
standard No. 900 Sander. Syncro 
Corp., Dept. AL, Oxford, Mich. 


For more data circle No. 28 on coupon, p. 56 


Bonding Cement 


The one-ounce size of Armstrong’s 
new Instant bonding cement is being 
merchandised in a combination ship- 
ping-display carton. The two-color car- 
ton contains simplified directions for 
use and may be used as a counter dis- 
play. Armstrong Instant bonding ce- 
ment is simply brushed on and bonds 
instantly on contact after setting for 
a few minutes, it is said. No clamps 
or presses are needed. It is also avail- 
able in pints, quarts, gallon and five 


gallon containers. Armstrong Cork 
Co., Dept. AL, Lancaster, Penna. 
For more data circle No. 29 on coupon, p. 56 


Handeze Pliers Grips 


A colorful, compact, counter mer- 
chandiser is offered free to dealers or- 
dering three dozen of P & C’s newest 
product, P & C Handeze Pliers Grips 
that protect workers’ hands. The blue 
yellow, red and white counter unit 
takes 11” of space and holds 36 re 
placeable P & C Handeze Grips in 
three different sizes. The carton clear- 
ly identifies price, shows the product 
in use and quickly gets over benefits 
of the grips to add impetus to pliers 
sales. Neatly packaged in pairs, the 
blue grips are inside cellophane bags. 
Advantages of the new replaceable 
pliers grips are: resilient plastic pro- 
vides more comfortable grip, gives 
added strength, protects hands and 
prevents hand fatigue. Grips slip on 
pliers quickly and easily, fit tightly 
and stay on. P & C Tool Co., Dept. 
AL, Box 5926, Portland 22, Ore. 


For more data circle No. 30 on coupon, p. 56 
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new COTA | 


_ Wall Panel Manual. Step-by-step 
instructions on installation of Mira- 
plas wall panel are given with accom- 
panying illustrations in a pocket-size 
manual. It covers estimating amount 
of panel needed; selecting trim strips; 
tools needed and wall preparation, as 
well as how to do the job and gives 
maintenance suggestions. Said to have 
an almost endless variety of applica- 
tions to interior decorating problems, 
the new panel features durability, 
seamless beauty in 11 colors, low-cost 
installation and a wide selection of 
trims for individuality. Miraplas Tile 
Co., Dept. AL, 980 Parsons Ave., 
Columbus, Ohio. 


For more data circle No. 31 on coupon, p. 56 


Sash Cord. New catalog sheet de- 
scribes Commander sash cord in de- 
tail. Fine appearance, it is said to be 
non-kinking, easy handling and un- 
usually durable for its price. Sizes and 
put-ups are given on the King Cotton 
product. John H. Graham & Co., Inc., 
a AL, 105 Duane St., New York 8, 


For more data cirele No. 32 on coupon, p. 56 


Standardized Construction. Build- 
ings by Luria is an illustrated 28- 
page catalog describing Luria’s sys- 
tem of standardization in building 
construction. Contains description of 
the new flat-roof “F” buildings; up-to- 
date information on rigid-frame “A” 
series; center-column “B” series; clear 
span with crane runway “C” series 
and its series of standardized hangars 
and other airfield facilities. Book also 
contains data on standard door and 
window combinations, collateral struc- 
tural materials and lean-to’s, canopies, 
monitors, ventilators, monorails and 
louvers, Request on company station- 
ery from Luria Engineering Co., Dept. 
AL, Bethlehem, Penna. 


For more data circle No. 33 on coupon, p. 56 


Masonry Coating. Two-color folder 
describes Waterfoil masonry coating, 
said to convert a damp hasement into 
a dry, livable room. Easily applied 
and economical, Waterfoil is a new 
formula developed to minimize seep- 
age. Can be applied without wetting 
walls. A. C. Horn Co., Inc., Div. Sun 
Chemical Corp., Dept. AL, 10th St. 
—<— om Ave., Long Island City 1, 


For more data circle No. 34 on coupon, p. 56 


Strapping Machine. New booklet 
describes model G round steel strap- 
ping machine, designed to tension, tie 
and cut around steel strapping in a 
single operation. No seals are re 
quired. The equipment is said to be 
particularly useful in bundling and 
palletizing applications. Gerrard Steel 
Strapping Div., United States Steel 
Corp., Dept. AL, 2915 W. 47th St., 
Chicago 32, Il. 


For more data circle No. 35 on coupon, p. 56 


Caulking Tips. Caulk before you 
paint is the theme of a new sales-aid 
bulletin. Manual points out reasons 
for caulking; discusses how to get the 
best results; gives actual how-to-do-it 
tips among other helps for the home- 


BUILDING Propucts MERCHANDISER 


owner. Presstite Envineering Co., 
Dept. AL, 3798 Chouteau Ave., St. 
Louis, Mo. 


For more data circle No. 36 on coupon, p. 56 


Fireplace Damper. A new damper 
for unusual fireplaces described in 
a six-page folder. The Beneform Uni- 
versal Damper reduces construction 
costs and adapts itself to various types 
of fireplaces and floor plan require- 
ments. Assures strong, smoke-free 
draft in projecting corner fireplaces 
and those open on two or three sides, 
or even all around. Available in six 
sizes. Handle location for rotary valve 
control may be located on either side 
of the damper. Linte! width is three 
inches on all sizes. Bennett-Ireland, 
Inc., Dept. AL, 11 Exchange St., Nor- 
wich, N. Y. 


For more data circle No. 37 on coupon, 5. 56 


Ornamental Iron Columns. A _ bro- 
chure describes three wrought iron de- 
signs of new TFC Economy Columns. 
The low-cost ornamenta! columns come 
in two heights so an adjustability 
range from eight feet to six-feet-six 
is possible. Adjusting at the job site 
is done by cutting off the bottom leg- 
work to fit. Said to be the answer to 
the low-price market for ornamental 
iron supporting columns, they are sug- 
gested for porch, entranceway and 
patio as well as the awning and car 
port fields. Tennessee Fabricating Co., 
Dept. AL, 1490 Grimes St., Memphis, 
Tenn. 


For more data cirele No. 34% on coupon, p. 56 


Kitchen Accessories. A_ catalog 
sheet illustrates 27 items, accessories 
available for Youngstown Steel Kitck- 
ens. Such things as wal! cabinets, flour 
and sugar bins, plate and towel racks, 
paper dispensers, mirrors, condiment 
shelves and can openers are shown, 
as well as drain baskets, bread box, 
knife safe and aerator. Youngstown 
Steel Kitchens, Mullins Mfg. Corp., 
Dept. AL, Warren, Ohio. 


For more data circle No. 39 on coupon, p. 56 


Telephone System. Brochure shows 
how use of an internal, company- 
owned telephone system expedites of- 
fice operations and reduces paperwork. 
The illustrated four-page booklet de- 
scribes how P-A-X, automatic tele- 
phone system, separate from the city 
system, helps save time, cut costs and 
improve customer relations for a busi 
ness firm. Automatic Electric Sales 
Corp., Dept. AL, 1083 W. Van Buren 
St., Chicago 7, Ill. 


For more data circle No. 40 on coupon, p. 56 


Reflective Insulation. New data book 
ox Alfol aluminum foi! insulation is a 
reference manual of reflective house 
insulation. Twenty-four pages and 
more than 75 charts, photos and draw- 
ings cover the subject and the book is 
said to answer virtually every question 
on reflective insulation. Insulation 
techniques; cost study data; causes 
and cures of moisture condensation, 
and such special applications as do-it- 
yourself and exposed ceiling installa- 
tions are among the topics covered in 


the book. Reflectal Corp., Dept. AL, 
Suite 1748, 310 S. Michigan Ave., 
Chicago 4, Ill. 


For more data circle No. 41 on coupon, p. 56 


Awning Ideas, A colorful folder on 
the Regency awning of translucent 
fiberglas illustrates the five locked-in 
decorator colors with installations. De- 
signed by Raymond Lowey Associates, 
the awning not only protects from the 
elements, but eliminates glare, trans- 
mitting a soft, cool light to home in- 
teriors. Smart lines and ventilated 
sides add to appearance of the shatter- 
proof awning. Ray-O-Lite Corp. of 
America, Dept. AL, 316 Peachtree St., 
N. E., Atlanta, Ga, 


For more data cirele No, 42 on coupon, p. 56 
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Then there was the fella who took a gal out for her first horse 
back ride. She got sore and walked home. 


a . o 


in asylum patient had been pronounced well to the director of 
the institution Ind what are you going to do when you get out 
into the world?” asked the director : 

“Well.” said the patient, “I've passed my bar exam so 1 may 
practice law, T've also had quite a Lit of experience with college 
dramatics so | might try He paused for a minute. “Then, 
on the other hand.” he continued, “I may be a teakettle.” 


acting 


. * “ 
She wore a lovely necklace made out of her old wedding rings. 
o 


Heard of a couple who got the ideal divorce 
dren. He got the maid 


She got the chil 


HAPPY NEW YEAR! 
We can help make your 1956 Happy as well 
as Prosperous 
HAPPY because of dependable prompt service; 
PROSPEROUS because of repeat business on 
MAUK’S complete line of lumber items, 
including 


DFPA SHEATHING 
from our own modern plant. 
Let's get going now with your New Year's requirements, 


+ « 


Simple Celia knows a gal who doesn’t think about men all the 


time but when she thinks she thinks about men, 


* 4 . 


\ contractor went to see one of his newly completed short order 
homes. Walking into the house where a carpenter was working he 
whispered, “Can you hear me through this wall?” 

“Yes,” replied the carpenter, 

“Can you see me?” 

‘Not very well,” was the carpenter's reply 

“That's what I call a good wall!” cried the contractor 


7 * “ 
Nohody cares how bad your Ih nglish is tf your Scotch is good, 
* ® % 


Do You Know What Dep't 

Do you know what an old maid is? A lady-in-waiting. 

Do you know what a bridesmaid is? A girl who still refuses to pet 
Do you know what a MAUK product is? A sure sale. 


” e 


MAUK Seattle Lumber Co. 
Seattie 5, Washington 


*> *- * 


The C. A. MAUK Lumber Co. 


Toledo, Ohic 


58 (For more data on advertised products {ill in coupon on page 56) 








HOME PARTS SHOP 


(begins on page 22) 





penter crews, putting many men on house erection 
at one time to hurry jobs along to completion. 

The construction shop at Sullivan has three jigs, 
a 40’, a 26’ and a 44’, enabling it to handle a heavy 
work load when a rush develops. Ralph Zahn, man- 
ager, says, “We have enough equipment so that the 
lumber firms have contracted to precut, fabricate 
wall sections and offer the same home-building serv- 
ice to other independent yards.” 

The six firms participating in this flexible dealer- 
to-customer, home-building plan include: N. J. Braun 
Lumber Co., Jefferson; Hutson-Braun Lumber Co., 
Watertown; Sullivan i::mber Co., Sullivan; Engan- 
Braun Lumber Co., Fort Atkinson; Auer-Braun Lum- 
ber Co., Johnson Creek and the Auer-Braun Lumber 
and Supply Co., Hubbleton, Wis. The N. J. Braun 
Lumber Co. in Jefferson, directed by Louis Buelow, 
has a controlling interest in the other companies. 

Increased business predicted. Now going into its 
third year, this home-building program is so closely 
integrated with the homeowners’ needs that the six 
lumberyards are securing an ever-increasing volume 
of business in their respective areas. The plan has 
provided each of the six firms with an excellent busi- 
ness building program, which is gaining in strength 
and reaching more prospects. 

Robert Hutson of the Hutson-Braun Lumber Co., 
Watertown, says: 

“The fabricating plant helped us sell a $10,000 
package varn-building job during the past year; a 
project which was completed in record time to the 
great satisfaction of the customer.” Hutson envis- 
ions expansion of the Sullivan plant facilities to pro- 
duce many types of farm buildings as well as houses. 





MANUFACTURERS 
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Companies Expand Plants, Operations 
To Boost Production and Service 


The Stanley Works, with the recent purchase of the Deni- 
son Corp., has added pre-assembled components for homes 
to its long line of building staples and builders’ supplies 
. .. Denison, one of the nation’s top makers of aluminum 
horizontal-sliding windows, screens, jalousies, etc., thus 
becomes the 21st division of the 112-year-old Stanley firm 
and its fifth acquisition within 11 years. The new sub- 
sidiary will be known as the Stanley Building Specialties 
Co. E. L. Denison, president of the former corporation, will 
serve as vice president and general manager. 


The Paul Bunyan Lumber Co. has recently begun oper- 
ations in its new mill at Anderson, Calif., where the annual 
cut is expected to be 25-30 million feet—including sugar 
pine, Douglas fir, ponderosa pine, white fir and incense 
cedar lumber. The new mill building is of steel and wood 
construction with an elevated mill floor ... Key personnel 
of the operation at Anderson includes owners Kenneth R. 
and Blair H, Walker; R.E. Cruse, manager and Al Karper, 
sales manager. 


Moe Light Div. recently dedicated a new plant devoted 
exclusively to the manufacture of residential lighting fix- 
tures. Located on a 22-acre plot in Hopkinsville, Ky., the 
plant has over 114,000 square feet of floor space under one 
roof and is designed for easy expansion. Considered one -f 
the most modern in the industry, the new building will 
make possible a substantial increase in production of Moe 
Light and Star Light fixtures as well as speed service to 
the firm’s distributors. 
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CABINET 
HARDWARE « 





The kitchen becomes the focal point 
for mutual admiration 


This center of culinary activity is the setting for the modern labor 


saving home appliances which have banished the age-old drudgery 
from the home scene. 





NATIONAL Cabinet Hardware is a flattering contribution to the 
kitchen beautiful. Modern styled ornamental hinges and drawer 
pulls of gleaming chromium dressup kitchen cabinets and counters, 











In preparing meals a generous assortment of cabinets within 
prep g g 
finger-tip reach can save hours and needless steps in the daily 

No. 460S routine of the average homemaker ‘ 

. j 
Ornamental Note the many styles of kitchen hardware available in the ee, 

z Orn 
Hinge NATIONAL line—builders of the bes! in hardware for over 50 years pete nee 





i aoe 


No. 107 Drawer Pull No. 485 Ornamental Hinge No. 217 Door and Drawer Pull 


MANUFACTURING COMPANY. jic7” 


INlinois 





a = WELDWOOD's 


SALES BUILDER winning greater sales 





WELD 


is advertised regd 
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Because “do-it-yourself” advert] 
when it reaches the more than § 
read MI every month. 90% do @& 


pairs...over 80% own works} 


forming a rich, big-buying mar 


building supplies and materials 5 “a 


¥ 


By reaching this active, all-m@ 
Plywood helps maintain a sted 
versatile, fine-quality line... ford 
—and buy—only products they 3am 
sults. That’s why so many do 

U.S. Plywood’s well-known bra 


Advertisements in 
MECHANIX ILLUSTRATED and other 
leading magazines reach —and influence — 


millions of U.S. Plywood prospects regularly 


























